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FOOT 


Appealing Style 


is not alone responsible for the well-known success 
of “Foot-Fashion” fine shoes for ladies. The extra- 
ordinary fitting qualities which provide an abun- 
dance of comfort go far toward building repeat sales. 


Jhen, too, there is the fact that these 
shoes are assembled from carefully selected mate- 
rials, thus causing them to retain their original 
shapeliness. 

Round out your stock with an attrac- 
tive showing of “Foot-Fashion” fine shoes. You'll 


attract new business to your store and enjoy repéat 
sales. 


ge COR ae 
complete line of the newer developments in “FOOT-F ASHION” 
fine shoes for ladies. 


FRIEDAAN-SHELBY 


eer Ee ee er a SHOE CO. 
ST.LOUIS 
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VOICE of the TRADE 


BB UYING power of the American 
public is improving. If you will 
remember, a year ago we pointed 
out there would be no Summer 
slump because of the bulge of 
spending that followed the bonus 
payments. The secondary bulge of 
spending came in December when 
so many corporations gave bonuses 
in lieu of dividends and raises. 


/ 


ll Ye 


Shoe men who live pretty close 
to the week-by-week pay envelope 
of the people have been wondering 
what sort of a Summer business will 
be experienced at retail this year. 
Well, there will be no bonus bil- 
lions. In all probability W.P.A. 
will start to dry up; but there will 
be a wider distribution of income 
through wages under the forty-hour 
week pressure of the unions. With 
a minimum of $5.00 a day in so 
many industries, for common labor, 
the spending of that strata of 
society will be significant. 

With a five-day week, Saturday 
and Sunday becomes sport shoe 
time but it remains for J. B. Kin- 
cer, chief of the Division of Cli- 
mate and Crop Weather of the De- 
partment of Agriculture to indi- 





cate that there will be plenty of 
farm money this Summer. He says: 

“For the first quarter of 1937, 
the country is in good shape. There 
is abundant moisture everywhere, 
and planting should produce good 
crops if there is no change in the 
present trend. Only five States are 
below normal in snow and rainfall, 
and in these States the precipitation 
is less than 10 per cent off. A 
bumper wheat crop is in prospect 
this year, which, with the present 
high prices and good foreign and 
domestic markets, should produce 
our first billion-dollar wheat har- 
vest since 1927. The rain gods have 
been particularly kind to the long 
suffering “sky farmers” of the dust 





F.. 0. ROBINSON, of Smith-Rob- 
inson Shoe Company, Santa Monica, 
Calif., says: 

“Some people go through life 
‘looking for the manager.’ We get 
our share of them on the rebound 
from other shoe stores where they 
have either been thrown out or got 
mad and left. The best way to han- 
dle their fancied grievances is to 


Page 13 


keep cool, then to give them what 
is fair. When they have a real com- 
plaint, then settle it as liberally and 
as quickly as possible. Often, doing 
this will make a real good cus- 
tomer out of a regular kicker.” 


& * * 


IBEFORE long someone is going 
to ask the Federal Trade Commis- 
sion to define shoe terms. Along 


ws 


<I 


Seventh Avenue in New York City, 
in the mid-town district, one win- 
dow portrays: “Custom finished 


shoes—$4.00. Strictly custom shoes 
$4.50. Bench made shoes $6.00 





and Super-Bench made _ shoes 
$6.75.” 

In a way, the words mean noth- 
ing. It is the type of store that 
carries conviction to the customer 
as to merit of the goods contained 
therein. Sometime ago we made 
the experiment of taking some 
smart shoes in the $12.00 and 
$14.00 brackets down to a com- 
munity where $3.00 shoes were 
sold. We put the high-grade shoes 
into the window in the midst of a 
gingerbread line of patterns and 
materials. And would you believe 
it—scarcely a customer asked to 
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see the superior shoes, even though 
the universal window card at $3.00 
covered the entire display. In other 
words, the customer wanted good 
$3.00 shoes in that store and could 
identify them as desirable but when 
it came to the superior shoes, they 
were out of place in the setting of 
this store. 

Try this experiment yourself and 
prove to your own satisfaction that 
people buy in price ranges and that 
shoes made up in those ranges are 
distinctive to that price. 

Arthur Adler of the Adler Shoe 
Stores, brought up an interesting 
point at the recent styes conference. 
He said: “Look out for the changes 
in footwear that are geographical 
instead of national. We went 
through a period of time when a 
good man’s pattern was salable the 
country over. Today, what will sell 
in New York will fall flat in Texas 
and what wows them in Wichita 
won’t move a pair in Atlanta. 
What’s more, in the city of New 
York—what sells on Fifth Avenue 
won’t move in Harlem; what’s good 
on Broadway is no good on Park 
Avenue.” 

This further complicates the 
sport selling season just ahead. 


a * 


HUMAN relations are the biggest 
problem of the day at retail. Kaui- 
mann Department Stores, Inc., of 
Pittsburgh, Pa., say: 











“The loyalty and cooperation of 
the entire personnel has contrib- 
uted to the sucess and growth of 


this organization. Kaufmann’s has - 


endeavored at all times to main- 
tain close and pleasant relation- 
ships with its employees, and in- 
vites their cooperation in the con- 
sistent administration of its poli- 
cies. Kaufmann’s will welcome, 
and give serious consideration to 
suggestions from employees, as to 
how these policies can be improved 
and made more effective. 
“WAGES: The prevailing rate 
of wages for similar work will be 
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“STYLED IN U. S. A.” 








— Leslie, bb gos Heel 

author, and phi er, in 

a nse aes tee the Royal 
Dublin Society, said the changes 
in the American mind in recent 
years had been enormous. 

—"No European country must 
henceforth expect full admiration, 
and very little imitation," he de- 
clared. “Henceforth America 
will imitate herself.” 

—This conclusion is very significant, 
it seems to me, and applies to 
Fashion as well as to political and 
economic thought. 

—Time was when Paris commanded 
the “first, last and always" in- 
fluence in feminine fashions. 

—Now New York, Chicago, Holly- 
wood—are all-powerful influences 
in the Americas, even Europe and 
all the way stations. 

— "Styled and Made in America" is 
a slogan that signifies the greatest 
Fashion achievement in a genera- 


tion. 4 os 


President 





paid, but not less than $14.00 per 
work week. 

“HOURS: Forty hours (not more 
than 8 hours in one day) shall con- 
stitute the normal work week ex- 
cept for eight weeks during the year 
when the work week will be forty- 
eight hours and subject also to ex- 
ceptions in certain particular trades. 
Supervisors and assistant managers 
whose salaries are over $25.00 but 
less than $35.00 per week, work a 
forty-eight hour week. For eight 
weeks during the year, the work 
week will be forty-eight hours per 
week. At least one day’s rest in 
seven, and six legal holidays with 
pay will be observed—New Year’s, 
Memorial Day, Fourth of July, 
Labor Day, Thanksgiving and 
Christmas. 

“OVERTIME: Kaufmann’s defi- 
nitely discourages work beyond the 
daily or weekly schedule of hours. 





1937 


In cases of emergency, the depart- 
ment manager may, with the ap- 
proval of the store manager, ar- 
range for overtime. In the event 
of overtime or work required on 
Sundays or the six specified holi- 
days, payment will be made for 
such work at the rate of time and 
one-third. 

“DISCHARGE AND LAYOFF: 
Employees whose work is unsatis- 
factory shall not be discharged 
without being notified that contin- 
ued failure to measure up to the 
standards required may make them 
subject to dismissal. This shall 
apply, except in those cases which 
obviously require instant dismissal, 
such as theft, wilful and malicious 
negligence, destruction of property, 
and reporting for work under the 
influence of intoxicating liquors.” 


SPECIAL pairs are increasing at 
an alarming rate. It is a definite 
sign that store stocks are short on 
sizes. A traveling salesman writes: 

“I have been traveling through 
some fair-size county seat towns 
and in quite a few of them I found 
clerks sitting on fitting stools and 
showing customers the manufac- 
turer’s catalog and suggesting that 
the store could order this or that 
number, if the customer would wait 


three weeks.” 








This traveling man also says: 
“My old man would have fired me 
in a minute if he had ever caught 
me selling a prospective customer 
through a catalog, as he insisted 
upon selling the merchandise he 
had on the shelves. Being a coun- 
try boy, I well remember the re- 
action of the old-time merchants 
and particularly the attitude of the 
public which was that if it came 
to ordering by mail, it could be 
done just as well by the customer 
through the mail order catalog.” 

A retail store that operates on a 
single-pair basis leaves itself wide 
open for the customer to cut the 
corners and go direct. 
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THE Tanner’s Council of Amer- 
ica holds its Spring meeting at 
White Sulphur Springs, Va., May 
3 and 4, to discuss industrial con- 
trol, taxes, wages and hours, prices, 
volume and profits. A nationally- 
known economist will discuss the 
subject: “Where Are Commodity 
Prices Headed?” 

It has possibilities of being the 
best economic conference of the 
year because the new picture of 
prices is set in an interesting frame 
—the Wagner Act on one side; the 
world-wide raw material markets 
on another side; the additional 
costs of ingredients and processing 
on the third side and the potential 
demand of manufacturers, retailers 
and consumers on the fourth side. 


* * * 


LIFE’S Inconsistencies! 
Mary had a little lamb 
It’s fleece was thick and shock- 
ing; 
But Mary bought a spinning wheel, 


And now that fleece is stocking! 


Mary had a little shoe, 
That fact also was shocking; 
She didn’t have a little foot 
Inside that fleecy stocking! 
J. Eow. Turrt 


* * * 


*SNOTHING takes the place of 
Cash,” says A. T. Woodward of 
the United States Shoe Corpora- 
tion, of Cincinnati, Ohio. And goes 
on to state: 


“In your issue of March 13, 1937, you 
published an article under the caption, 
‘Will easy payments sell more shoes?’ 
As a credit man of many years’ experi- 
ence, I cannot read such an article with- 
out wonder and some indignation. 

“It seems to me one of the contribu- 
tors to your article has, himself, rather 
fully answered the direct question of the 
caption when he wrote that it would re- 
sult ‘only in a temporary increase of 
merchandise turnover, as the individual 
during a period of twelve or eighteen 
months can only pay for a_ certain 
amount of commodities.’ 

“However, the real question involved 
is not whether a loose credit practice 


will sell more shoes, but whether it is 
a wise and profitable thing for the shoe 
retailer ‘to consider. 

“In the first place, a pair of shoes, 
being a comparatively small cost com- 
modity, and because of its short term 
of usefulness, is not a fit subject for long 
credit terms. 

“In the second place, and of far 
greater importance, is volume of sales the 
sole yardstick with which to measure 
success in business? Doesn’t keeping a 
business properly balanced as to amount 
invested in fixed assets, in merchandise, 
and in receivables mean infinitely more 
than larger sales just for the sake of 
sales alone? Isn’t a proper turnover of 
merchandise and of receivables and a 
proper balance between cash receipts 
and debts of far greater importance? 

“There may be some justification for 
a large department store or even a finan- 
cially strong shoe retailer to ease up a 
bit on credit terms if there is no les- 
sening of the requirements as to char- 
acter and eventual ability to pay. Per- 
sonally, I fail to see the wisdom of 
converting merchandise of desirable 
quality, which in these times of inflation 
and threat of more inflation is increas- 
ing in value, into long term receivables 
which when finally liquidated will pro- 
duce dollars of decreased purchasing 
power. 

“But, for the small retailer to con- 
sider such a policy, thereby weaking his 
cash position and probably losing dis- 
counts, is nothing short of suicidal. 

“These are times when responsible 
leaders must preach and teach sound 
business principles which will keep us 
away from another 1929, not encourage 
a reckless expansion of credit and a 
weakening of the financial background 
which the retailers have rebuilt with so 


PARCEL Post 


much effort and sacrifice during the past 
few years.” 
* * # 


THE Lucky-Shoes of Ed Wynn’s, 
thirty-five years old and buttoned, 
disappeared recently and NBC’s 
Perfect Fool spent a sleepless night 
worrying. The ancient brogans 
turned up well enough next day, 
however. Ed’s son, Keenan, pur- 
loined them and also a freak hat 
and coat to wear to a masquerade 
party. He didn’t ask his father’s 
permission because he knew the 
answer would be an emphatic NO. 


* * * 


LAWRENCE NEAL, managing di- 
rector of Messrs. Daniel Neal and 
Sons, Ltd., London, says: 

“There are four main categories 
of shoe stores in England: (1) 
The multiples, who in the main 
are: governed by the policy of sup- 
plying the masses; (2) The spe- 
cialist, who was ‘It? on some par- 
ticular line; (3) The depart- 
mental store which had to convey 
through its footwear department 
the general policy of the firm; and 
(4) The small, individual man 
who, knowing his limitations, usu- 
ally operates through two or three 
manufacturers, runs one or more 
branded lines, and who develops 
a selective and personal side to 
his business.” 











“Which one of you men will give me a fitting with these mail order shoes?” 











AN unusual group of shoe displays by Saks-Fifth 
Avenue last week told the complete story of their most 
interesting style developments for the current season 
in six remarkable window presentations, featuring the 
high points in Spring footwear as emphasized in the 
promotion of this famous New York store, namely: The 
Illusion sandal, square backed shoes, country shoes, 
brightly colored shoes for day, the Valkyrie shoe in 
all its variations and brilliant evening slippers. 

So great was the importance which the store itself 
attached to this group of shoe windows that a special 
advertisement was published in the newspapers calling 
the attention of the public to the series. It is by no 
means an uncommon thing, of course, for a store to 
tie up a window promotion with newspaper advertis- 
ing. Boot anp SHOE Recorper has consistently recom- 
mended the practice for years because in this way it 
is possible to make each of these two different forms of 
publicity reinforce the impression created by the other, 
and thereby to obtain a cumulative effect that would 
be lacking if ads and windows were used simply as in- 
dependent avenues of promotion, without any particu- 
lar reference to one another. 

In this instance, however, Saks-Fifth Avenue went 
a long step further and actually planned and published 
newspaper advertising whose obvious intent and pur- 
pose was to advertise the window displays as such, 
and thereby to cause people to make a special point of 
looking them over. When a store goes that far, it has 
to be pretty certain in advance that the windows will 
be interesting enough to make the people who respond 
to the invitation to “Come and see” feel repaid for 
their trouble. There could be no question of what the 
reaction of the public would be in the case of these 
Saks displays, because both the merchandise and the 
settings were so unusual, so beautiful and appealing 
that any woman at all interested in fine footwear would 


Used Newspaper Space 
To Advertise Windows 


How Saks-Fifth Avenue Told Its Spring 
Shoe Story in an Extraordinary Group of 





~ 
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Six Window Displays. 


ou en 


THE SPRING 
SHOE sTORY Illustrations show two interesting 
pore windows from series of six de- 
mpows veloped by New York store whose 
Cait hiemewtch shoe department has long been 


famous for its fashion origina- 

tions —also advertisement from 

New York Times inviting public 

to “Come and See” these beauti- 
ful displays. 


beginning today, summarize 
the high points of spring shoe 
fashions. Come and see: 

The Illusion Sandal 

Square Backed Shoes 

Country Shoes 
Braghty colored she: for day 
Valkyrie in all its variations 
Brilliant evening slippers 





feel justified in going out of his or her way to inspect 
them. 

As will be seen from the accompanying photographs, 
most of the shoes were arranged on glass supports, 
which in turn were held suspended by bands of black 

[TURN TO PAGE 53, PLEASE] 
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MOORE time for sports wear. The forty-hour week, sweep- 
ing America—has made possible a significant rearrange- 
ment of the hours and habits of people. With forty hours 
for work and fifty-six hours for sleep, there remain seventy- 
FEET Come FIRST In Sport two hours for everything else. Sports activities and atten- 
dance at sports brightens the picture of sport shoe selling. 
Bee Pie & CARON PART Don’t be caught short on sport shoes—for the universal 
With The Spectator Summer week-end in May, June, July, August becomes 


the shoe merchant’s greatest opportunity to serve and sell. 


A BOOT and SHOE RECORDER PROMOTION 








Uses are the things that 
sell shoes. So on this page Footwear Is More / 
we show some of the major 


(x 


events in the sports world gS / été tothe 
that give distinction to the é 6 
Summer of 1937. The great 
outdoors is calling. 
lf | 


NO one type of footwear is more characteristic of the 
Summer season than white. The experience at retailing 
this year shows that the American public is in a more 


orderly mood when it comes to purchasing footwear and 
apparel in season. 


The early Spring was a dark footwear period. The 
second Spring was a compromise, brightened by color 
and Summer itself indicates WHITES, with the spice of 
high color. 

Because whites have been standard ‘for a number of 
years as a mid-Summer footwear for men, women and 
children, there is a tendency to let it ride on its own 
momentum in the traditional manner of strong selling in 
May and June, with clearances in July and mop-ups in 
August. This season there is every indication of progres- 
sive interest in whites and the possibilities of sales at 
regular prices through the months of May, June, July 
and August. Some manufacturers have budgeted white 
shoe production into the month of June in the feeling that 





The white third of the year—May, June, July and August 
—warrants adequate stocks and sizes and regular sizes 
throughout. 
there will be a shortage of whites. One retailing 
organization in the top field, having many out- 
lets throughout the country, plans to promote 
80 per cent whites in June and July—the balance 
in vivid colors and novelties. 
White shoes are no longer limited to sports 
events and occasions. They are universal for men, 
women and children for street wear, regular wear 
and vacation wear. 
Major events in sports range from the biggest 
horse-racing season, biggest baseball season and 
certainly the greatest season of yachting—peaked 
by the International Races off Newport. 





to the Customer and More 


Merehane Chion 24, 


, 







meee 
eg Ob : [es : 2 
1h eae tad ct” >_> he T | ae 


' ay 6 
LAAT 




















$s clubs and 
ur commur 


P 
advertisin8 
displays- 




















SHORTS, slacks or culottes, bathing 
suits, simple dresses and with these a 
collection of playtime shoes ranging 
from classic sneaker to newest rubber 
soled high front sandal—these form a 
Summer picture promising good sales 
to the retailer. Now is the time for 
him to take stock of his selling ideas as 
well as of his shoes, and to lay his 
plans to make the most of the extra 
profit opportunities in the great variety 
of rubber footwear specialties available 
for Summer selling. 

Summer is the time to relax and to 
indulge one’s whims and fancies. Men, 
especially, may satisfy their love of 
color and lighter materials. Everyone 
wants a change of some sort. 

This change may take the form of a 
holiday trip and then the salesman’s 

job is to point out the shoes which 

are absolutely necessary for the vari- 












ous activities at sea and on land, 
bathing, tennis, badminton, etc. 
For the stay-at-home, the change 
to thinner, gayer clothing may be 
equally important and should give 
the salesman an equal selling op- 
portunity. If the customer can 
afford only one or two sport cos- 
tumes, he can be taught that an 
extra pair or two of shoes will 
provide needed variety. If, how- 
ever, he, or she, has a_ bigger 
wardrobe, the salesman’s main job 


is to select the shoes to harmonize 
with the different costumes. 

The idea of another pair of 
sport shoes like these in darker 
colors for a trip downtown or a 
rainy day is also a point. 


Illustrations represent an interesting cross- 
section of rubber footwear for Summer. 
Names of makers on request. 


FOOTWEAR... 











ng ON DC 
JUNE 30 - JULY © 


**THE youth of America must be served,” a timely 
slogan and a fact that each year is becoming more 
apparent to retailers of boys’ and girls’ apparel in 
this country. This year, 1937, two of the world’s great- 
est youth organizations, the Boy Scouts of America and 
the Girl Scouts of America, are celebrating their 27th 
and 25th anniversaries respectively. 

From June 30 to July 9, the Boy Scouts will hold 
their National Jamboree in Washington, D. C., and 
25,000 selected boys from the many troops throughout 
the country will journey to the nation’s capitol on the 
personal invitation of President Roosevelt. Naturally 
an event such as this has attracted national attention 
and the many newspapers throughout the country are 
carrying and will carry up to and during this event, 
daily stories on its happenings. 

When one considers that the total membership of 
Boy Scouts alone amounts to 1,065,169, which figure 
has been yearly increasing, the possibilities of the youth 
market can easily be seen. Shoe retailers cannot afford 
to pass up an opportunity such as this event offers, to 
publicize and promote the sale of boys’ shoes, This 


The 
‘“*FORGOTTEN 
BOoOY°* 


In SHOES 


[mportant Events for 1937 
Open the Way to the Shoe Retailer to Build 


a Larger Boys’ Shoe Business. 


Left: Official poster by Norman 
Rockwell for Boy Scout 1937 
Jamboree. 


does not mean only selling to scouts themselves but 
rather putting over the idea that boys should always 
be properly shod. The opportunities for the promo- 
tion of boys’ footwear at this time are many and varied. 
Boys, whether they may or may not be scouts, are 
nevertheless intensely interested in anything that may 
have to do with the scout movement. Displays centered 
around scouts, their activities and equipment, are 
always sure drawing cards to boys. Local scout troops 
will be glad to cooperate with posters and display ma- 
terial which, with a little ingenuity can be used in 
building an attractive and interesting display. 


IN like manner, the Girl Scouts are celebrating their 
25th anniversary or Silver Jubilee, this year. A beau- 
tiful poster announcing the fact, has been developed 
which can be secured from local Girl Scout headquar- 
ters and used in an attractive display of shoes for girls. 
An interesting and attractive display of shoes for girls 
can be tied up with the boys’ display through the use 
of these posters and material which can be secured from 
local scout headquarters. [TURN TO PAGE 59, PLEASE] 
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Mien’s Shoe Trends at Palm Springs 
Indicate a Most Colorful Summer 


A RELIABLE testing ground for men’s Summer shoes 
right in his own organization puts Frank J. Crapo, 
shoe buyer for the several Desmond stores in an en- 
viable position. The recently opened Desmond branch 
store in Palm Springs permits considerable experi- 
mentation in what men will prefer in the way of 
sports shoes. 

Palm Springs is entirely sports minded as far as 
men are concerned. Now with nearly four months of 
study of what the men like best at this desert sun 
resort, Mr. Crapo has some definite ideas of what will 
be bought in volume in the Desmond shoe departments 
in Los Angeles and vicinity. 

Those shoe men who have a trade which will ap- 
preciate and assimilate the unusual and colorful things 
in men’s shoes will be heartened to be assured the 
experimentation at Palm Springs shows an unmistak- 
able trend for selling shoes of this type in considerable 
quantities. 

“Nearly every store doing a major job selling on 
men’s shoes,” observed Mr. Crapo, “needs a good 
sprinkling of colorful shoes for late Spring and Sum- 
mer, just for advertising purposes alone.” 

High colored sueded leathers, fabrics, plenty of 
sandals, great interest in cowboy riding boots, plus a 
definite sizing up of the white shoe situation highlight 
the findings of the Palm Springs men’s shoe selling 
situation, as reviewed by this shoe buyer. 

“High colors in sueded leathers, especially those 
made with crepe soles, are very good at Palm Springs 
this season,” finds Mr. Crapo. He added: “Chamois 
shade in sueded leather shoes proved to be a real sur- 
prise seller. We had this same thing about two years 
ago, but it did not click then. The real light shade of 


Above: The new De d store opened this season at 

Palm Springs. It has proven to be an excellent experi- 

mental station for testing out novelties in men’s shoes 
which will sell in volume this Summer. 





by HARRY R. TERHUNE 


chamois is a good addition to the browns, grays and 
whites in the crepe soled footwear. 

“Sales of this type of sport shoes show a strength- 
ening rather than a lessening. Understand that men 
at Palm Springs represent a cross-section of the coun- 
try, so this demand is by no means just a Southern 
California fad. 

“In the clothing field for this Summer, we will see 
plenty of pale greens, pale blues and biscuit colors 
which lend themselves to the chamois colored sports 
shoe. The Palm Beach clothing will have a striking 
line of colorful cloths which will need colorful shoes. 

“Another unmistakable trend is for ventilated shoes. 
Los Angeles men have not taken to ventilated shoes 
very spontaneously due to the comparatively cool 
Summers enjoyed here. Palm Springs accepted the 
ventilated idea in unmistakable terms. 

“White shoes in the popular grades will be as good 
as last year. Two tones in black and white and brown 
and white in the better grades will. show a fair gain. 
Brown and white at Palm Springs showed a slight 
edge over the black and white, a condition which seems 
likely to prevail all during the Summer selling period. 

“Cowboy boots are real good. Most everybody at 
Palm Springs wears them in preference to the dress 
riding boot. Dude ranches nearby may have something 
to do with this trend, but the fact remains that we are 

[TURN TO PAGE 5], PLEASE] 
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What Priee Footwear NOW— 


The Recorder's Famous “Measuring Stick” Comes Into Use—with Labor 
Costs Under Wagner Act F uturity Still Open 


BBECAUSE price is the subject uppermost in the 
minds of the shoe trade these days, Boot AnD SHOE 
RECORDER again presents its two measuring sticks— 
detailed costs of making a man’s Goodyear welt shoe 
and a woman’s welt oxford of the conservative type. 

At first glance it is seen that both have advanced 
in price considerably since December 1, 1936—a 
period of only four months. The cost of the men’s 
shoe has gone up nearly 42 cents a pair; the cost 
of the women’s, slightly less than 32 cents. This 
increase, which has come about in the four-month 
period referred to, is far greater than the increase 
which occurred in the entire twelve-month period 
between December 1, 1935, and December 1, 1936. In 


fact, in the men’s shoe it is four times greater than 
the twelve-month increase; in women’s it is about sixty 
per cent greater. 

It is obvious, therefore, that the rate of increase in 
shoe manufacturing costs has speeded up in the last 
few months. It bears out what was said in our article 
entitled “What Price . . . New Leathers,” appearing 
in the issue of March 27, when, in using hide and 
skin prices as an index of shoe prices, we said: 

“Hides and skins staged quite an advance during 
1936 and the rate of advance has been accelerated 
since the first of this year. Leather has kept step.” 

Analyzing the break-down of costs in the men’s 
shoe, we find some interesting facts. There are, 





Measuring Stick of Values in Men’s Shoes 


Typical Cost of a Man's Goodyear Welt Oxford 
June 15, 1935 Oct. 15,1935 Dec. 1, 1935 May 20,1935 Dec. 1, 1936 Apr. |, 1937 


$ .8844 
0629 
1542 
0061 
.7160 
-9803 
.0680 
0950 
1952 
.0600 
.3600 


UPPER STOCK ... 

CLOTH LININGS & DOUBLERS 
LEATHER LININGS & TRIMMINGS 
EYELETS 

BOTTOM STOCK .. 

LABOR 

CARTONS, CASES, ETC. .............. 
ROYALTIES 

FINDINGS, LACES, ETC. .............. 
LASTS, DIES & PATTERNS 

FACTORY EXPENSE 


$ .9910 
0645 


$1.0503 
0710 
.2230 
0060 
.7750 
9951 
0710 
0950 
.2001 
0600 
3650 


$1.1849 
0790 
2453 
.0060 
9018 
1.0449 


$ .9910 
0686 
-1900 
0061 
8220 
-9803 
0680 
0950 
.2048 
0600 
-3650 


$ .8886 
0670 
-1900 
0060 
-7100 
9951 
0700 
0950 
1991 
.0600 
-3600 


-1800 
0061 
7710 
-9803 
-0680 
0950 
2048 
.0600 
.3650 








TOTAL FACTORY COSTS $3.5821 
SELLING AND ADMINISTRATIVE COSTS, 
INCLUDING SALESMEN'S COMMIS- 
SION, ADVERTISING, RESERVES FOR 


DA a ee se elec cence te cee 


$3.7857 


$3.6408  $3.9115 


$3.8508 


7244 .7204 








TOTAL COST 


$4.5752 _ $4.3612 
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And For FALL? 


for one thing, only three items which show no 
advance during the four-month period under con- 
sideration. These are eyelets, royalties and lasts, 
dies and patterns. Of these, the only item which 
could be classified as a shoe material are eyelets. 
Upper stock has jumped about 13 per cent; cloth 
linings and doublers more than 11 per cent; 
leather linings and trimmings, 10 per cent; bot- 
tom stock more than 16 per cent; labor 5 per 
cent; cartons, cases, etc., slightly less than 4 per 
cent; findings, laces, etc., somewhat more than 
3 per cent; and smaller increase percentages for 
factory expense and for selling and administra- 
tive costs. 

In the detailed costs of the women’s shoe, we find 
a different set of percentages—9 per cent increase for 
upper stock; 10 per cent for cloth linings and 
doublers; 12 per cent for leather linings and trim- 


mings; 14 per cent for bottom stock; 10 per cent for 
labor; 15 per cent for cartons and cases; 5 per cent 
for findings, laces, etc.; 5 per cent for factory expense. 
Royalties, lasts, dies and patterns and selling and ad- 
ministrative costs remain the same. 

These prices, as noted, were taken as of April 1. 
They are the market prices on that day. 

Since that day, orders have been placed by shoe 
manufacturers at prices even higher than those pre- 
vailing on April 1. Shoe manufacturers cannot see 
any possibility of any substantial reduction in the 
price of any item. Further increases, they say, are 
inevitable-—the Supreme Court interpretation of the 
Wagner Act may still have its repercussions. 

It is logical to expect that to the cost of the men’s 
shoe, as given in the RecorpeR Measuring Stick of 
values, another ten cents per pair may be added before 

[TURN TO PAGE 61, PLEASE] 





Measuring Stick of Values in Women’s Shoes 
Typical Cost of a Woman's Goodyear Welt Oxford 


May 1, 1933 
.4740 
.0723 
.1128 


UPPER STOCK 

CLOTH LININGS AND DOUBLERS ..... 
LEATHER LININGS AND TRIMMINGS. . 
BOTTOM STOCK .4350 
LABOR 8848 
CARTONS AND CASES 06 
ROYALTIES 09 
FINDINGS, LACES, ETC............... 17 
LASTS, DIES, PATTERNS 10 
FACTORY EXPENSES . .26 


TOTAL FACTORY COSTS $2.6589 


SELLING AND ADMINISTRATIVE COSTS 
INCLUDING SALESMEN'S COMMIS- 
SION, RESERVE FOR BAD DEBTS, ETC., 
BUT EXCLUDING ADVERTISING 


TOTAL COST 


Dec. |, 1934 
5216 
.0782 
-1425 

4900 


Dec. |, 1935 Dec. |, 1936 Apr. |, 1937 
5634 66 72 
0782 0896 0986 
-1520 1826 .2051 

‘ 5500 5900 6725 

1.0767 1.0767 1.0767 1.1843 
0650 .0650 0690 0794 
09 .09 0900 09 
18 18 -1890 1990 
10 10 10 10 
27 27 27 .2835 

$3.0140 $3.1253 


$3.3169 $3.6324 


4403 


$3.7572 


4445 


$3.5698 


4536 
$3.4676 





< 





THE footwear fashion fans of America are heading to- 
ward the Biltmore Hotel in New York City for the Fall 
Opening of the Shoe Fashion Guild of America—May 
3, 4, 5—an event of particular significance this year 
because of changes expected in fashion. The quality 
field of footwear is expanding. When prosperity shows 
signs of returning, American women develop an irre- 
sistible urge to buy new and better shoes. Women de- 
velop an appreciation for pretty footwear, also, when 
there is a change of skirt lengths and with the trend in 
the direction of still shorter skirts, the eye appeal of 
shoes is universally evident. 

So the thirty-two exhibiting members of the Shoe 
Fashion Guild of America look to the Fall Shoe Open- 
ing as an opportunity to contact more buyers, more 
stores and more organizations interested in top quality 
and top price footwear. Craftsmanship in shoemaking, 
plus cleverness in design have given to this group a 
leading importance in footwear. 

The Guild was created for the purpose of preventing 
piracy of patterns and for protecting members and their 
customers from imitation of designs. That function con- 
tinues to be the foundation of the Guild. 





SHOE FASHION GUILD OPENING 
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SHOE FASHION GUILD 
OFFICERS 


President—Grorce MILLER 
First Vice-President—Murray D. Fine 
Second Vice-President—Franxk GnrcossSMAN 
Third Vice-President—FRaNK CARDONE 
Secretary—Dan PALTER 
Treasurer—NEWTON ELKIN 


GEORGE MILLER 


The show, as an opening, is part of the timing of 
fashion to permit of good design, good selection, good 
materials and good shoemaking in the display of new 
footwear. The members of the Guild respect the designs 
and patterns of fellow members and endeavor to create 
things that are original and interesting, each to his own 
school and taste. But the Guild, as an organization, goes 
no further than the protection of design. It leaves to 
each member the free and independent action of deter- 
mining lines, types, materials and prices. There is no 
collusion or conversation “of an official character,” or 
unofficial for that matter, dealing with the price levels at 
which quality shoes can be sold for the Fall season. 

So the meeting at the Biltmore is in no sense a market 
price-maker—although it is obvious that buyers who 
come to New York will have very much in mind the price 
levels of top quality footwear at retail. The economics 
of price will therefore be a problem to debate between 
buyer and the seller. The general commodity price of 
the goods that go into top quality footwear, the labor, 
overhead and distributive added will be important con- 
siderations in every order placed. The Spring sale of 
high quality footwear was not disturbed by the increased 
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An Invitation To The Buyer To Anticipate Fall 


prices asked and there is no alarm at the prospects of 
even higher prices for the Fall run. 

As heretofore, access to the show is by invitation only. 
This feature of the Guild program is the outcome of a 
decision on the part of its management to make it a 
strictly business show, so buyer and seller might look at 
the new models and place orders without interruption. 
No visitors are wanted—so leather men, fellow manu- 
facturers, stylists and all of the interested workers in the 
service of supplies are courteously refused admission. 
Some 2300 buyers were invited by direct invitation and 
many of them have signified their intention of attending 
the show by returning the r.s.v.p. card. 

The only deviation from the seller and buyer feature 
of the Opening will be the invitation luncheon to be held 
in the Cascade Room of the Biltmore on Wednesday, 
May 5th—the final day of the show—at which one prom- 
inent speaker will be heard—thus reducing the conven- 
tion nature of the show to a twenty-minute discourse, 
usually on the subject of fashion and its promotion. The 
earlier date of the Shoe Fashion Guild opening this year 
has been generally approved by shoe buyers who seem 


to be planning early Fall openings to the public in early 
August. 

So far this year of 1937 has witnessed a new peak 
in interest and attendance at practically all of the 
important shoe trade gatherings. The reasons for this 
interest are not hard to find. Prices are advancing 
and that always makes merchants eager to go to 
market so that they may see what is being offered. 
New styles are unusually fascinating—and never has 
style played a more important role in the merchandis- 
ing of shoes at retail. So, beginning with the Shoe 
Fair, retailers have flocked eagerly to conventions, to 
style shows, to the Style Conference—and it is ex- 
pected that the Fashion Guild Showing will be no 
exception. 

Last year several hundred manufacturers are said 
to have had their lines on display in New York 
hotels or sample rooms during the Guild show. This 
year, it is predicted, even more lines will be on exhibi- 
tion—and New York will indeed be the shoe buying 
center of the nation during that week. 








hoe 
Hashion 
Guild 
A 


DeLMaAN, INc. 


INc. 


REGISTER 
OF 
FOOTWEAR 
FASHION 


La VALLE, INc. 





AMERICAN SHOE Co., INc. 
Avon SHOE Co., INc. 
Carpon™ & Baker, INc. 
CARLISLE SHOE CoMPANY 


CornELL SHOE Co., INc. 


DRELL Footwear, INc. 
A. GarsIpE & Son, INc. 


ANDREW GELLER SHOE MFe. Co., 


GoLpsTEIN Footwear, INc. 
DANIEL GREEN COMPANY 
GrossMAN’s SHOES, INc. 
Lairp, ScHoBer & CoMPANY 


C. & A. Lo Prest1, Inc. 
Meyer Bros. SHOE Co., INc. 


Exhibiting Members 


I. MIL_er & Sons, INc. 
NiwTON ELKIN SHOE Co. 
Pater De Liso, Inc. 

Pincus & Tostas, INc. 
PREMIER SHOE Co., INc. 

S. Ravn & Co. 

ScHwartz & BENJAMIN, INC. 
Seymour Troy, INc. 


THE STETSON SHOE CompPANY, INC., 
AND ITS DIVISION 
M. N. ARNOLD SHOE CoMPANY 


STONE SHOE Co., INc. 

E. H. Strasspurcer, INc. 

Tupper, INc. 

Unity-Grossman, INc. 

MartTIN WEINSTEIN SHOE Co. 

H. ZucKERMAN SHOE Mre. Co., Inc. 
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of a SHOE BUYER 


About to Go to the Market 


for His 


First Fall Selections 


THE most important resolution that every keen buyer 
will make this Fall is to buy shoes that look worth the 
money he will have to get for them. For there’s no 
dodging the fact that prices must come up. When they 
do, shoes must look the part of quality. And so, he 
won't be distracted by trick trimmings and easily 
copied, flashy effects. He'll be seeking out shoes with 
good lines and the intricately simple detail that means 


fine workmanship. 


He will resolve to buy his shoes to fit a greater 
variety in types of clothes. For you can’t say it’s a 
tailored season or a sports season or a dressy season. 
It’s all three at once and women will want all three 


kinds of shoes. 


While he is pretty sure that black is the color upon 
which to concentrate, he will resolve to set aside an 
appropriation for special color promotions. And he 
won’t spend it all at the beginning, he will wait to see 
how the cat jumps. Right now, he knows that wine 
tones are a pretty sure bet, as a promotional color. But 
later on new colors may be sprung as they were this 
Spring. He won’t let his browns get too low, because 
brown is a logical Fall color, even though it was com- 
paratively unimportant this Spring. He will feature 
rust shades in tailored shoes and in a few high style 
types for general street wear. 


He will resolve that striking silhouettes are going to 
sell shoes this Fall. He will feature high cut molded 
effects, but he will be on the lookout for some to play 
along with high cut shoes. He will watch especially for 


interesting top lines in sports types to give a new fillip 
to football time promotions. 
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The Editors Outlook 


A Footwear Summer, Faney Free 


THIS Spring will be long remembered as a paradise 
for patterns and a parade of the public into shoe 
stores everywhere. Shoes have captured the imagina- 
tion of the American public. The shoe industry is in 
a very fortunate position at the moment. Shorter 
skirts have brought pretty ankles back into the public 
eye. Almost any shoe could be worn under skirts 
that were cover-alls; but it takes a pretty shoe to 
enhance the beauty of a trim ankle. 

Charles Ritz of Paris has been over here for the 
past month and expresses his amazement and admira- 
tion for the trim and dainty feet and ankles that seem 
so characteristic of American girls and women. He 
tells in a paragraph: “The French woman is audacious 
in her dress and conservative in her footwear—whereas 
the American woman is conservative in her dress and 
audacious in her footwear.” 

So, on the authority of Paris, plus cash-register- 
proof, style in footwear is everything at the moment. 
Many a woman who was terribly foot-conscious all 
during the depression has suddenly thrown foot com- 
fort to the winds and stepped out in three-inch heels, 
with uppers open, front and back—for style is the 
thing. In many cases, merchants have reported that 
some very style-conscious women have been popping 
into the store every three weeks saying: “What’s new? 
I want it!” There seems to be no limit to a footwear 
fashion wardrobe. 

No one has as yet been able to analyze the whims 
of women in hats. Now that same whimsy whispers: 
“Give them something weird and wild, for feet are 
on the loose.” And it is no play on words when we 
use the word “loose” as anyone knows who has tried 
to fit open toes and open heels—at least two sizes 
short and still want it. One thing is almost certain— 
that the confections in footwear to be worn at bathing 
pool and beaches, with heels three and four inches 
high, are not articles of sale over the counter in the 
five and ten cent variety chain stores this Summer. 
Last Summer was a different story. Most any sloppy, 
no-heel shoe could be sold over the counter. So style 
again moves the market right back into the shoe store. 

Happy shoe days are here again. Make the most 
of them while you may. 

It was interesting to look over the high-fashion 
magazines and to note that retail shoe stores advertising 
therein featured footwear that was fancy, freakish and 


By ARTHUR D. ANDERSON 
EDITOR, BOOT AND SHOE RECORDER 


frivolous—while full-page advertisements from manu- 
facturers showed plain, ordinary oxfords, straps and 
pumps—two worlds apart. The merchant, in his small 
space, trying to capture the imagination of women in 
the upper classes with money to spend; while manufac- 
turers were evidently advertising what they would like 
to make. We point no moral in the case, except the 
fact that the eye of the merchant is closer to the wants 
of the people. 

There is always someone taking the joy out of profits. 
It seems so much easier to make a lot of shoes on old 
lasts and old patterns and why should fickle fashion 
play a dirty trick at a time when the manufacturer is 
having a seller’s market. 


But do and say what we will, there is a speed 
in fashion today and it behooves one and all to 
watch the inventory on the shelves. There is 
many a shoe in pattern, color and combination 
that won’t be worth as much next week, month 
or season—rising leather market or no. We are 
in a period of fast fashion and there is no telling 
when the public will turn to something newer. 
No article of wearing apparel, other than shoes, 
contributes pain but, strange to relate, fashion 
is an opiate to metatarsalgia. 


We are headed into a footwear Summer fancy free 
and it behooves merchants to consider footwear as a 
most perishable commodity and there should be a 
margin of price to protect the risk. 

We have said absolutely nothing about the very 
subject that is bothering everybody—What Price Foot- 
wear? We leave that to another part of the book. 
When women will. pay “X” amount of money for new 
and fancy hair arrangements’ and go to the hair- 
dressing parlor twice a week to keep it intact, who is 
to quibble about the dollar more or less for the 
adornment of the other extremity? We are beginning 
to learn that Summer fancies can be sold in fewer sizes 
and widths. Some of the best stores in the land carry 
only straight sizes in two widths—narrow and wide. 

So here’s to a hot Summer for an industry that is 
hustling to prove that in shoes, at least, there will be 
no Summer slump. 
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FOR 33 YEARS—THE MOST EFFECTIVE 
RELIEF FOR WEAK ARCHES! 


No later efforts of Science were ever 
able to improve on its basic design! 


it has given count- 
less thousands of 
men and women 
relief from Weak 
or Fallen Arches 
and their atten- 
dant ailments. 
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Has no equal for results in cases of Tired, Aching Feet, Weak or 
Fallen Arches, Rheumatic-like Foot and Leg Pains, Cramped Toes, Etc. 


The Foot-Eazer was the original 
invention of Dr. Wm. M. Scholl, in- 
ternationally famous Foot Specialist. 
Developed 33 years ago, it remains 
today unchallenged as the most ef- 
fective Appliance for its purpose 
ever designed. 


Why? Because Nature’s every need 


for support of the arches, where sup- 
port is required to build up a fallen 


arch structure, is met completely by 
Dr. Scholl’s Foot-Eazer. 





FREE HOME STUDY COURSE 


Our Educational Department offers Shoe 
Dealers and their salespeople a free 
Correspondence Course on the fitting and 
selling of Dr. Scholl's FOOT COMFORT 
Appliances. Write for enrollment blank. 











By means of Dr. Scholl’s Arch Fitter, 
this world-famous Support can be 
molded to each foot’s individual 
needs to meet the nature and degree 
of arch depression existing in each 
foot—for no two feet are alike. 
Then, as the condition improves, 
Dr. Scholl’s Foot-Eazer can be pro- 
gressively raised until the arch is 
restored to normal, after which the 
Support no longer need be worn. 


It is because of these features of scientific 
design and precision in fitting that Dr. 
Scholl’s Foot-Eazer produces these amaz- 
ing results. No arch support or “‘correc- 
tive” shoe of one standard elevation to fit 
all feet can give such correction. 


BIG ADVERTISING CAMPAIGN 
PRODUCING RECORD RESULTS 


Between our forceful advertising cam- 


paign in 17 leading national magazines, 
read by millions of foot arch sufferers, 
and the influence of over 150,000 Physi- 
cians whom we are reaching through the 
Medical press, the sale of Dr. Scholl’s 
Foot-Eazers is growing by leaps and 


bounds! 


This big profit item (wholesale, $24.00 
doz.—retail, $3.50), is needed by many 
of your customers. Don’t miss these op- 
portunities! 


Write for New Catalog 
THE SCHOLL MFG. CO., inc. 


Makers of Dr. Scholl’s FOOT COMFORT A 
pliances and Remedies for All Foot Troub 


219 eeoe=—Ss« éDE Scholl's 


62 W. 14th S$. 
New York 


112 Adelaide St., 
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What Chemieals Injure White Shoes? 





THE Research Laboratory of the Tanners Council of 
America at the University of Cincinnati, Cincinnati, 
Ohio, has issued the following report on white leather 
cleaners: 

“Since reporting on this subject last December, we 
have continued to collect facts by testing the various 
cleaners on leather. We tested a total of forty-six 
(46) different cleaners on beth white elk and white 
buck leathers. Our method was to apply the cleaner 
to the different leathers for a period of thirty days 
and at the end of this time we washed off the excess 
cleaner and examined the leather both grossly and 
microscopically. 

“Based upon our tests and examinations, we can 
make the following general statements: 

“There are a number of cleaners on the market which 
have a definitely harmful effect on white leathers. This 
may be in the form of discoloration, of detanning, of 
removing the oil and grease from the leather, or of 
shrinking the leather. Some cleaners crack the grain 
of the leather while others roughen the grain. The 
majority of cleaners examined do not do this. 

“When lubricants are: incorporated in cleaners con- 
taining carbontetrachloride or naphtha, the harmful 
effect of the solvents is eliminated and no harmful 


results occur. 


Research Laboratory of the 
Tanners’ Council of America 
at University of Cincinnati 
Gives Timely Report on 


White Leather Cleaners. 


“Alcohols shrink white leathers when used as 
cleaners, or in cleaners, and this is harmful to the 
leather. 

“Cleaners which are alkaline in reaction due to tri- 
sodium phosphate or other strong alkalies cause harm- 
ful effects upon white leathers 

“Cleaners containing glue, gelatine or shellac tend 
to film on the leather and if present in appreciable 
quantities they tend to crack, and also tend to crack 
the grain of the leather. The cleaning of white shoes 
with solvents such as ether, chloroform, carbontetra- 
chloride, naphtha, gasoline, acetone, etc., are harmful 
as they degrease the leather. 

“The improper application of any white cleaner may 
result in harmful effect on the leather. White leathers 
should be wet the minimum amount and no excessive 
amount of cleaner applied at onetime. 

“Because of the many factors concerned, including 
the fact that manufacturers change their formulas with- 


out notice, it is impossible to issue an approved list 


of cleaners. What might be determined about a cleaner 
today would not necessarily apply thirty days hence. 
“We know that several cleaners which contained sol- 
vents in the sample we purchased have since been 
changed and some of the cleaners which do not con- 
tain solvents or alkalies were harmful to leather.” 
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Breeze ahead 
with 
Men’s Cork and Leather Sole 





to retail from § 95 7 ‘4 00 


Superior construction, detailing and 
fitting. Styles and materials to fill a 
man's every sandal need. Here are 
three “AIRY-TRED" numbers 





Ask us for our nautical 1937 sandal 
catalog. 


Our complete line is on display in our 
NEW YORK OFFICE: LOS ANGELES OFFICE: 
1328 Broadway 805 Santee St. 


SWAN SHOE COMPANY 
2100 AIKEN STREET Inc. 


BALTIMORE, MARYLAND 
ATLL ICS 
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Hosiery Gets a Play in New Shoe Store 





All Display in New French, Shriner & Urner Chicago Unit 
Is Behind Glass Wall Cases, Flush with Shelving 


Cuicaco—Hosiery is not being over- 
looked in the new retail outlet of French, 
Shriner & Urner, men’s shoes, moved 
this year from the old location at 230 
North Michigan Avenue to 314 North 
Michigan Avenue, in the midst of 
towering office buildings, smart retail 
shops and steamship ticket offices. 

In keeping with the class of the 
neighborhood, the modern lobby en- 
trance, extending back ten feet from 
the sidewalk, is finished in black and 
gray opalescent glass, with rounded 
corners, including the ceiling, which 
is flooded by indirect lighting, afford- 
ing excellent night lighting effects for 
the company’s “group” method of win- 
dow display for its shoes and matching 
men’s hosiery. 

As one enters the heavy brass door 
leading into the store from one side 
of the outside lobby, four glass display 
cases, one by three and one-half feet, 
flush with the face of the shelving 
greet the eye, and forcibly remind the 
customer that here can be found ho- 
siery to go with his shoes without hav- 
ing to chase around to a haberdashery. 

There is nothing particularly new 
about men’s shoe stores stocking socks, 
but here in French, Shriner & Urner’s 
new outlet, the customers are not given 
an opportunity to overlook that fact. 
Two of the wall cases are placed on 
each side of the twenty by forty-five- 
foot sales room, and are lighted on 
the inside, providing a clear view of 
the display from every angle of the 
room. They are placed about four 
feet from the floor, at an easy angle 
for the eye to catch either standing 
or seated. 

The shelving is of walnut, built in, 
with upper side walls built flush with 
face of shelving, which extends com- 
pletely around the salesroom, utilizing 
every available inch of wall space for 
stock, with a capacity of 3,500 pairs. 
The small showing of sidewall over 
the shelving, and the ceiling are of 
white plaster. Tan carpeting is used 
for floor covering. All lighting is in- 
direct. 

The chairs, of sturdy walnut, are 
grouped in the center of the room, in 
two facing rows. 

The entire general effect is one of 
substantial simplicity, befitting the at- 
mosphere of a strictly man’s store, yet 
appeals to the sense of the artistic, and 
implies high quality, such as is ex- 
emplified in French, Shriner & Urner 
products. 

The wrapping space is located at 
the side rear, built in flush with the 
face of the shelving in the same man- 
ner as the hosiery display spaces. It 
occupies about four feet of space, and 
with commodious space beneath the 
counter, provides all of the necessary 


materials and space for rapid wrap- 
ping of purchases. 

The general effect upon entering the 
salesroom is one of smoothly receding 
walls of shelving, stocked with cream- 
colored shoe boxes, with no projecting 
obstacles to mar the view; leaving the 
entire remaining floor space clear for 
the promenading of customers, the 
necessary operations of the clerks, and 
the seating of the customers. 

The rear room, approximately as 
large as the salesroom, is utilized for 
the storage of stock for distribution 
to all western stores of the company, 
which is now using this location as 
its western depository, as well as a 
sample room for travelers working 
that territory. 

A novel, and new, feature of this 
new store, is the installation of a 
complete shoe shining unit to the right 
of the entrance. This unit occupies 
a space as wide as the depth of the 
built-in shelving and extends high 
enough for a customer to comfortably 
sit in the shoe shiner’s chair. 

The fixtures were installed by the 
store, and are leased to a competent 
bootblack, who may draw his trade 
from wherever he desires, but is re- 
quired to give customers of the store 
first consideration. It is an experiment 
worth watching. Customers, in this 
way, may be accorded the pleasure of 
having their new purchases shined im- 
mediately they are placed on their 
feet, if they so desire, thus assuring a 
longer life to the already superb fin- 
ish of the new product. 

A distinctly modern touch to the 
brand of customer service provided 
by the store is a teletype system con- 
nected direct with the Boston factory, 
for the speedy ordering of sizes and 
numbers not carried, or out of stock. 
In addition, special delivery service for 
customers is provided anywhere in the 
city, including the dispatching of sev- 
eral pairs for a choice of size and 
number for customers too busy to go 
to the store. 

D. H. Bourgerie, for eight years 
manager of the old 230 North Michi- 
gan Avenue store, and in the shoe 
business for thirty years, is in charge. 
He has been a subscriber for Boot AND 
SHor REcoRDER for more than twenty 
years. His assistant is William White, 
new in the business, but thoroughly 
efficient. Mr. White is in charge of the 
western distributing stock carried in 
the rear room. 

The company operates two other re- 
tail stores in Chicago, one at 106 South 
Michigan Avenue, in charge of Robert 
Kenney, manager of all Chicago stores, 
and at 16 South Dearborn, in charge 
of D. J. Zimmerman. 
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Red of White back: 
with lacquered 


ACTIVE .--; SALABLE 
PRICED RIGHT 


Cambridge summer shoes 
~” , out profit » - styled fi 
the demands of women. -- 
to wear with cooler comf 
Dealers depend on Ca 
ri 


perior values - -° 


SUN MASK—Braided Trim—Covered Wood 
WHITE—BLUE and BROWN—ECRU with Green 
LOW with Green bral R with Brown bral 
and Misses’ sizes in all Brown. 


er ey 


nforced “toe-ALL WHITE, BROWN 
ECRU with Brows Quarter and Red 
s in all white ‘and all Brown. 


~ 
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SHOWER-SHU—Crepe rubber upper—cork 
ECRU—brown trim. WHITE—black trim. 


insole. 


SUN-BURST Testrap—Vultex. Mesh—Braided Trim—covered 
wood etiTe with BLUE, BROWN 


‘eel—All WHITE and 
or RED Trim. 


SUN-BURST Oxtord—Vultex Mesh—Braided Trim—Covered 
Wood Heel—ALL WHITE and WHITE with BLUE, BROWN, 


or RED Trim. 


NEW york CHICAGO 
128 DUANE STREET 317 W. MONROE 
$T. PAUL 
BROADWAY AND 
PRINCE sts. 


poston 
400 ATLANT 1c 
AVENUE 
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ESQUIRE AIR-O-FLOW construction—Deck Welt—Crepe Sole 
—NATURAL color 


NOC-A-BOUT . . . AIR-O-FLOW—Army duck upper—trouser 
crease vamp—WHITE—NAVY—GRAY—BROWN 


SIX LIGHTER . . . COOLER ... SMARTER 


es | 
ridge summer shoes for better profits! 
CONSTRUCTION . . . quick moving ... 


repeat sales power . . . unexcelled in profit 
producing .. . backbone of your summer 
shoe profits... WRITE TODAY to nearest 
branch. 


REGISTEREO 


NATURE TRED—AIR-O-FLOW construction—Men's and 
and Women's—WHITE Duck. 


CUNARD TIE . . . AIR-O-FLOW—WHITE Dobbs fabric— 
trouser crease vamp. 


« AIR-O-FLOW—WHITE or NAVY 


BUCKIDE OXFORD—AIR-O-FLOW construction—WHITE SAILOR OXFORD . . 
BLUE Dobbs fabric—trouser crease vamp. 


and CAMBRIDGE RUBBER LIMITED 


ie OFFICE: CONFEDERATION BLOG., 
MONTREAL, P. @. PLANT: ST. REMI, P. Q. 
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(A) 70239—The Adoré. Satin 
open-side D'Orsay with satin 
lining and sock and 18/8 heel. 
Stocked in Black and in White, 
AAA to B widths. Price $2.55 


(G) 20222—Velvet Opera with 
padded sole and wood heel, 
satéen lining and quilted satin 
sock, Stocked in Black, Royal 
Blue, Frost Green, Peach and 
Wine, A and C widths. Price 

$2.40 


(E) 70396—Satin Mule with 
satin lining and sock and 20/8 
heel. Stocked in Black and in 
White, A to C widths. Price 

$2.80 


.. ++ Presented by 


(B) 20231 — Nubrae Crepe 
Opera with shirred vamp trim, 
sateen lining and sock, padded 
sole and wood heel. Stocked 
in Black, French Blue, Pink and 
Tea Rose. Can also be fur- 
nished in velvet at the same 
price. Price $1.95 


(D) 60947—Craftex Sandal 


with 16/8 heel. Stocked in 
White, AAA to B widths. Price 
$4.10 


(F) 44902—Men's "Craftsman 
Sandal." Made in calf, pig- 
skin, Scotch Plaid and Palm 
Beach Cloth. This is a new 
number that is becoming very 
popular. An exceptionally com- 
fortable sandal with an adjust- 
able buckle that enables it to 
be fitted to most any foot. Price 

$2.95 


at the fall showing 
SHOE FASHION GUILD, HOTEL BILTMORE, MAY 3, 4, 5 


DANIEL GREEN 


The six numbers pictured here are 
a shoe study of a profitable sea- 
son. For no other line of slippers 
and sandals can top the Daniel 
Green line in all that's new in style 
and all that's desirable in quality. 
Shoe merchants have long known 
Daniel Green to consistently pre- 
sent slippers and sandals that sell 
... that are profitable. Why don't 
ou join the Daniel Green profit 
parade? You will enjoy keeping in 
step with the more progressive 
retailers—season after season. 


™ DANIEL GREEN CO. 


DOLGEVILLE, NEW YORK 
Sales Offices: New York © Chicago ¢ Boston 























BOOT:AND SHOE RECORDER. April 24, 1937 Page 41 





ashioned for Koyalty 


The jewelled sandals presented to Her Majesty for the occasion of the 


coronation were fashioned on a Sterling Last by craftsmen skilled in the 
art of fine shoe-making. Sterling, as lastmakers to the royalty of shoe- 


dom, is zealously proud to have shared in this distinguished honor. 


STERLING LAST CORP. 
eo SSD i Siinaal ee of Lasts 


S36: GAS? 27TH SIRSET, MEW YORK 


Western manufacturers can secure original models from 
Morton Last Co., Cincinnati, Ohio. 
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Shoe making costs are rising these days. And so is 
the demand for quality made shoes. Shoe men are 
facing an unhappy choice :—either raising the sell- 
ing price of their products, or deviating from the 
excellent progress they have made along quality 


lines. 


Neither of these so-called solutions need be adopted. 
Quality can be kept up! Rising shoe making costs 
can be checked! For Richard Young Company of- 
fers Rychrome Lambskin for use as shoe linings. 
Sparing no effort or expense, Richard Young Com- 
pany has produced the finest lambskin shoe lining 
available. Perspiration resistant, exceptionally 
strong, economical to cut. All the authentic Fall 
colors are accurately reproduced. These prime 
quality lambskins are full chrome tanned—admit- 
tedly the best. 


Use Rychrome Lambskin for your shoe linings. You 
will know you are not lowering your quality stand- 
ards. You will also know you are halting your 
rising raw material costs, 


RYCHROME LAMBSKIN produeed 


exclusively by RICHARD YOUNG COMPANY 


36-38 SPRUCE ST... NEW YORK CITY 


1937 
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RECIPE 


To a cranky customer with calloused feet. 
cautiously add a pair of good shoes. In 
order to keep from boiling, add Trimfoot 
quickly. Let settle. Note smile when cus- 


tomer rises. This gives a greater profit 


with each sale, and assures you of a satis- 


fied, repeat customer. Serve generously to 





all burning feet. 





( f? unfoot 


the world’s largest selling 


metatarsal insole, is also the 


Your Price 
$600 


Dozen Pairs 


world’s smoothest salesman. Put Trimfoot to ’ 


work for you. ORDER AFREE SAMPLE 


PAIR TODAY! 


Retail Price 
$100 


Pair 


ST. LOUIS, MO. ¢ WALSALL, ENG. 


e 
Canadian Distributors: 


CANADIAN SPECIALTIES, LTD. 
49 Sanford Ave., So., Hamilton, Ont. 








Advance Styles Add Extra Pair Sales 


Kansas CiTy, Mo.—Doubling 1934 
volume in 1935, and 1935 volume in 
1936, is the surprising record of Peck’s 
shoe department, with S. E. Labyor- 
teaux as buyer. These records call 
for analysis, since the shoe department, 
brought down from fourth to first 
floor, is pocketed in the rear, with no 
through street, and must bring traffic 
to itself instead of letting traffic flow 
past and into it. 

Questioned as to just how he has 
built volume, Mr. Labyorteaux credited 
his complete stock, his right styles, his 
selling force of picked men with pleas- 
ant personalities and a_ willingness 
to take suggestions. Many buyers have 
these factors under control, however, 
and yet do not double yearly volume 
twice in successive years. 

Further questioning brought to light 
the answer—the added sale. This 
buyer and his men sell the shoes for 
which the customer came in, and an- 
other pair. Not always, admittedly, 
but often enough to plus their sales in 
a day’s time, and to account for the 
increases. 

At all times, styles in advance of 
the current season are on display. In 
November, all around the island cabi- 
nets dividing shoes from other street 
floor departments, the top row of boxes 


is pulled out, and from each, hooked 
over the box edge, hangs a _ house- 
slipper. Houseslippers everywhere— 
and still just November! 

In late December, dance slippers 


in the latest modes, and the first show- 


ings of early Spring styles, appear, 
In 


continuing through January. Feb- 





“Keynotes in Footwear” was the cap- 
tion used for this advance style display 
at Peck’s in Kansas City. 


ruary, the faster patterns will be 
pushed, for Spring wear. 


March Means Whites 
By March the department is fea- 


turing whites, and when the customer 
comes in for Spring shoes for the 
Easter parade, she is exposed to the 
suggestion of filling in her needs while 
size ranges are complete. If she has 
had ever so little trouble getting fitted 
later in the season, she will carry 
out two pairs—one more than she 
came in for. 


Added Sales 


The early sale is an added sale; so 
is the second pair, Mr. Labyorteaux 
finds. Few women can resist wearing 
the new shoes soon after buying them. 
Cars and the friction of life take off 
the “newness” promptly, and the cus- 
tomer is open to a fresh pair much 
sooner than if she had just made the 
old ones do. 


Show Cases Help 


Shoes in the current month’s needs 
are kept in the stockroom just off the 
shoe section. Advance styles fill the 
island and wall-cabinets. Eight stream- 
lined display units, housed in the upper 
third of the wall cabinets, give oppor- 
tunity for highlighted displays of 
shoes, and are used at Peck’s with 
harmonizing accessory displays, to play 
up tomorrow’s styles in footwear. 
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Colorful Window and Counter Cards 


WITH EASELS 








Size | 1x!4—Printed in two 
colors on eight ply coated 
board with easel on back. 








6 for $2.00 
10 for $3.00 
ENJOY THIS SUMMER 25 for $6.50 
. . More 
wt SPORT SHOES 100 or more at $16 per 100 


























Sell More Sport Shoes this Summer! 
TIE UP WITH 


NATIONAL SPORT SHOE WEEK 


May 22-29—just before Decoration Day! 


Give your sport shoe sales an extra boost! 


Join with thousands of other good shoe stores that will feature 
National Sport Shoe Week just before the first big summer holiday. 
Use these colorful showcards for your windows and in your store 
to tie-up with your newspaper ads. In addition to immediate sales 
you will help to make more folks sport shoe conscious in your com- 
munity. 


REANDRUSS, BOOT AND SHOE RECORDER, 239 W. 39th ST., N.Y.C 


Please send us......... sport shoe week show cards and......... sets of 
matrices for our advertising. Check (or money order} enclosed—OR— 
Ship COD plus postage. 


6 MATRICES 
for $1.50 


This set of matrices for Sport 
Shoe Week advertising includes 


SIX timely illustrations in prac- 


See ee eee ee 


tical sizes for newspaper use. 
Mats of the Sport Shoe Week 


= 
a 
ry 
8 


Ci r 
Bas OW NER Ksidic''e DEAN + oo Gale Va Oe EP edie 8 08s oe hore ed ewe ss ' hi gine tatiated: 
PLEA: MAKE CHECKS PAYABLE B 
ADDRESS LEARLY TO BOOT AND SHOE RECORDER H 
’ 
wTTrTtreitttitttt LLL ttt ttt 
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T. W. GARDINER COMPANY : LYNN, MASS. 


GARDINER LASTS 


For two generations New England Shoe Manufac- 
turers have proved to their own satisfaction that 
Gardiner Lasts reflect Smart Fashions and Depend- 
able Styles. 

Because of its constant affiliation with New York and 
Chicago style centers, T. W. Gardiner Company is 
able to give the Shoe Trade of New England au- 
thentic service at all times. 


Uw 


THE LAST WORD 


UNITED 


UNITED LAST COMPANY 


140 FEDERAL STREET, BOSTON, MASS. 
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REGIONAL /S SERYICE 
IN 


The individual and collective experience and 
facilities of these manufacturing units 


are constantly available to the Shoe Industry 


FITZ BROS. CO. 
AUBURN, MAINE 

¥. W. GARDINER CO. 
LYNN, MASS. 

UNITED LAST CO. 


EMPIRE LAST WORKS 
ROCHESTER, N.Y 
KRENTLER BROS. CO, 
$T. LOUIS, MO. 
KRENTLER BROS. CO. 
BROCKTON, MASS. MILWAUKEE, WIS. 
stewart & potrenco, THE LAST WORD ynitep tastco., trp. 


BROOKLYN, N. Y. U N | T E D MONTREAL, P. Q. 





UNITED LAST COMPANY 


140 FEDERAL STREET, BOSTON, MASSACHUSETTS 
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9E6T 


“TO HAVE ANB TO AOLR” 
FOR 


po 

Qed 
= oF 
op 
Cf6I PEGI SE6TI 


Se6r 


: GOOD CUSTOMERS—AND 
GOOD FRIENDS 


IS A GOOD RECORD FOR A GOOD CLEANER 
Bunny Bags MADE THAT RECORD 


A DRY CLEANER MADE SPECIALLY 
AND ONLY FOR THE WHITE NAPPY 
FINISHED AND FABRIC SHOES 


*NEVER INJURED ANY NAPPY 
LEATHER. 

*NEVER SPOILED A NAPPY 
FINISH. 


1931 
Te6T 


1929 1930 
8é6I 626 O€6I 


1928 


1927 
LO6I 


Recommended By Leading Shoe Manufacturers 
Get Your Trial Order 


1926 
9Z6T 


1925 
Sc6I 


BUNNY PRODUCTS COMPANY, INC. 
PORT HURON, MICHIGAN 


vo6I 


1924 


1923 
€s6I 


Distributors 
Western Sales Agency 
Ross E. Wright, Los Angeles 


EAST MID WEST 


Laing, Harrar & Chamberlin, Inc. Thompson-Ehlers Co. 
Philadelphia Chicago 


1922 
Sc6I 


1921 
TS6I 
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BY OHIO 






Ohio’s Embossed Grains with Ohio's Kafforite Trim Pullovers shown at the Fall Styles Conference. 
@ Accurate and authentic reproductions that still retain the fine character that identifies 
all Ohio’s Calf Creations. Ohio’s tannage technicians, through intensive research, have 
further developed a finish that is comparable to the genuine skin. A planned grada- 
tion of pattern to cooperate with the stylist and cutter in producing the smartest effects . . . 
Ohio’s Embossed Calf Creations are ready in a variety of colors and weights . . . They will 
add style and lasting perfection to your men’s, women’s, and children’s Fall Lines.... . 


Contes na Call 


A COMPLETE SERVICE IN FINE CALF LEATHERS © THE OHIO LEATHER COMPANY © GIRARD, OHIO 


BY OHIO 


Write for Samples. 
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presents bait fash S sable 


<All Showing 


9 
of women 4 fine foot wea 


at 
New UYork 
May 3d to 8th 


HOTEL Mc ALPIN NEW YORK OFFICE 
wu 


NEW YORK CITY MARBRIDGE BLDG. 
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MR. NATHAN MARLOW e MR. WM. BRESSLER 
) MR. E. W. McCAIN e MR. LOU DOREMUS 
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WINTHROP SHOES 


TWENTY-SIX WHITE AND SPORT STYLES 





IN STOCK PRICES  -° 


TERMS 5 


IN STOCK 


30 DAYS 


WINTHROP SHOE COMPANY 


YN OF INTERNATIONAL 


$T. LOUIS 


MO. 


ann DMPANY 





Greatest Season for 
Sport Shoes 


[CONTINUED FROM PAGE 21] 


every community has its champion 
whose name is frequently in sports 
news headlines. 

These people are interested and will 
cooperate in a promotion that focuses 
the public’s attention on their favorite 
sport. Ask their cooperation. 

Their pictures and their endorsement 
of your sport shoes will make wonder- 
ful publicity for Sport Shoe Week and 
all Summer long. (Don’t overlook 
warning in previous paragraph about 
obtaining model’s release.) Articles by 
them telling how important they have 
found the right shoes to be in their 
pet sport, whether one participates for 
pleasure or for profit, will make good 
copy for your ads, while exceptional 
interest can be aroused by having a 
cooperative program in which the 
dominant features are a big sports 
parade and the dedication of various 
days of Sports Shoe Week to the out- 
standing sports of the community. 





Men’s Shoe Trends 
At Palm Springs 


[CONTINUED FROM PAGE 25] 


selling more cowboy boots in our city 
stores for city wear. 

“Our Palm Springs store has de- 
veloped into an excellent spot to try 
out things before the season starts in 
Los Angeles. Many of the novelties 
sold there will sell in volume in the 
other Desmond stores during the Sum- 
mer.” 

Some very positive ideas on how to 
successfully merchandise men’s shoes 
during the Summer were expressed by 
Mr. Crapo. He said: “Timeliness is 


of the utniost importance. Showing 


mid-Summer white and colorful shoes 
around Easter is sure to take the edge 
off the selling when the normal time 
comes in which men are interested in 
merchandise of this sort. Undoubtedly 
men are much more open-minded to- 
ward novelties and new things in their 
shoes. In order to do the best possible 
merchandising job, footwear which is 
typically hot weather in appeal, should 
only be promoted just before that 





time. Buyers who think they are smart 
in showing novelties several months 
before the public is interested in buy- 
ing, just kill the business for all. The 
real light pastel shades, the ventilated 
shoes, the many new open sandals 
should be promoted when straw hats 
and Summery clothing are shown. Ad- 
vertising merchandise too early is 
fully as bad practice as killing off the 
sales too soon by cutting the prices.” 





New Store Designed for Comfort 





The new shoe store recently opened in Cincinnati by R. G. Rothe has been designed 
for the comfort of its patrons with comfortable fitting chairs and atmosphere of ease. 


CINCINNATI, OHI0—The outstanding 
designs of the new Rothe store are 
the birchwood fixtures with aspen dis- 
play nooks. The chairs, which were 
specially designed by Mr. Rothe, are 
of birchwood with green, beige, and 
red frieze, piped with the same in al- 


ternating colors. The fitting stools 
were also designed by Mr. Rothe and 
are of green frieze, piped in red, with 
birchwood legs. These are extremely 
easy, being spring-cushioned. Curtis 
indirect lighting is used throughout 
the store. 
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PEPPERELL 


3 


Eovex though he does sit all day long in the cab of his truck, 
he’s creating a lot of foot friction with the linings of his shoes. 
And there’s one lining fabric that is specially woven to withstand 
this kind of wear— Pepperell Wearproof. During the past thirty- 
five years there has not been one complaint that this fabric has 
torn— proof indeed of its quality. Work shoes lined with Pep- 
perell Wearproof Fabrics build repeat sales. 


PEPPERELL MANUFACTURING COMPANY 
Shoe Fabrics Division, 160 State StrEEt, Boston, Mass. 


Branch Offices: PHILADELPHIA + CINCINNATI «+ ST. LOUIS « MILWAUKEE 


PERELD ssc: inns FABRIC 
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WINTHROP SHOES 


TWENTY-SIX WHITE AND SPORT STYLES 
IN STOCK 


$4.05 


IN STOCK PRICES 


TERMS 5 


30 DAYS 


WINTHROP SHOE COMPANY 


ST. LOUIS, MO. 





Used Newspaper Space 
to Advertise Windows 


[CONTINUED FROM PAGE 16] 


grosgrain ribbon from the ceiling of 
the window. The backgrounds of the 
windows were also quite unique in 
style and construction, the rear wall of 
the window being curved instead of 
upright and covered with half round 
moulding, to give a corrugated effect. 
The backgrounds were ivory in tone, 
contrasting with the black bands of 
ribbon supporting the display shelves 
and the brilliant colors of the shoes. 

Draped over display stands on the 
floors of the windows were skins of the 
leathers used in the shoes, exemplify- 
ing the most striking of the new colors, 
or bolts of the brilliant and colorful 
fabrics which were used in the evening 
slippers. Here on these stands and on 
the floors of the windows a few shoes 
were casually arranged. 


Decorative Details Important 


Often the merely incidental objects 
used in the decoration of a window play 
a tremendously important part in its 
success or failure from an artistic 
standpoint. That fact was made very 
clearly apparent in these Saks win- 
dows. A book, whose title, as shown 
on the cover, revealed the theme of 
the particular display, as for example 
“The Illusion Sandal” or “Brilliant 
Evening Slippers,” was an important 
feature that caught the eye in every 
case. Flowers were used to convey the 
feeling of Spring, as decoration along- 
side of the shoes on the suspended 
shelving, and perhaps some other in- 
cidental object, as for example the 
figurine of a dancing nymph which 
likewise served to impart the impres- 
sion of Springtime. There were other 
decorations, too; in one of the leather 


shoe windows an old cutting board, a 
shoemaker’s awl, punch and other tools 
of the craft, giving the background of 
quality, and custom workmanship. But 
in no case was the decorative element 
overdone dr permitted to detract from 
the main objective, which was to pre- 
sent to potential customers the story 


‘of the shoes themselves. 


These extraordinary windows, and 
this unusual stroke in advertising them 
so more people would see them, should 
be of very special interest to shoe 
merchants who attended the recent 
style conference and heard Ira E. 
Hirschmann, vice-president of Saks- 
Fifth Avenue, talk on the subject “The 
Twins of Shoe Promotion.” Among 
other things he said: “A good shoe 
idea is built from the inside out and 
never from the outside in. It is a com- 
mon American fallacy of creators and 
promoters to think in terms of the 
effect that will be achieved from the 
things they are working on and not 
from the thing itself. An object, a 
store, a piece of merchandise, with 
enough concentration placed on the 
original thinking or the development, 
will almost sell itself if it is right in 
the first place. 


Identity and Consistency 


“One of the twins in promotion is 
IDENTITY and the second, CON- 
SISTENCY. These may sound like ab- 
stract terms, but without them, you can 
believe me, no campaign, whether it is 
selling stores, chewing gum, automo- 
biles or shoes, will-ever succeed. Con- 
sistency and repetition are essential 
to the establishment of identity, and 
identity is necessary if you want con- 
sistency. They are interchangeable. 
They are invaluable—together. They 
are the twins of promotion.” 

While the backgrounds, the planning 
and the arrangement of these window 
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displays was most interesting and effec- 
tive, the most important thing, un- 
doubtedly, was the fact that they 
showed shoes effectively to the public. 
The series of six, taken together, told 
a complete story of the shoes that Saks 
regards as the highlights of the Spring 
season. The shoes were not thrown 
together, hastily, to make a mass dis- 
play of merchandise, nor were they sub- 
ordinated to gorgeous settings to create 
a pretty picture. They were classified 
and arranged in order and sequence 
with a suggestion as to their use and 
purpose, so that the customer could not 
fail to get the story which Saks wanted 
to tell. And then, to make sure enough 
people would see these windows to make 
the effort and the assignment of so 
much space to shoes a worthwhile in- 
vestment, the ad was used in news- 
papers of so-called quality circulation 
to call them forcibly and insistently to 
the attention of the customers who 
would be most likely to be interested. 


Make Windows Sell Shoes 


In the case of a store of this type, 
window space is necessarily at a pre- 
mium, and the fact that the manage- 
ment would consider it worth while to 
devote six entire Fifth Avenue win- 
dows, at the height of the Spring sea- 
son, to a shoe promotion, is striking 
evidence not only of the possibilities 
which this store sees in shoes but also 
of the importance it attaches to their 
effective promotion. Window space, re- 
gardless of whether it happens to be 
on Fifth Avenue or Main Street, is one 
of the most valuable assets that any 
well located store has at its disposal 
in building sales and the prestige that 
leads to sales. Wise merchants, those 
with vision and foresight, strive at all 
times to use it to the best advantage 
and to make it produce the maximum 
returns. 
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Onder Now for Immediate Delivery 
THese cast setting IN-STOCK 
Ra PARADISE SHOES AND TANGO PUMPS 


@ High Styling, superb quality and national advertising in 
Vogue and Harper’s Bazaar, have created a tremendous 
demand for these Paradise and Tango style leaders. And 
dealers who can meet this growing demand are going to 
cash in on plenty of extra sales and profits with Brauer 
Bros. remarkable summer line. Order your requirements 
today, shoes are shipped same day order is received. 







ROVER—Neo. 1511. White st. TANGO 
Linen, 208Last,20/8Boule- = a¢1¢ Black Gabardine... .$3.25 
vard Heel..........- $3.80 3616 Blue Gabardine..... 25 
4616 Brown Gabardine. . .$3.25 
No. 1521. White Linen, aus Brown Potent... $838 
169 Last, 16/8 Boulevard 1316 White Kid...........$3.45 
2316 Black Kid........... 45 
Heel.........-see00 $3.80 ma foi. aH 
4316 Brown Kid.......... $3.45 
JERRY—No. 1123. White AAAAA. 6tol0 AA... 4to 10 
Bucko, 914 Last, 14/8. an. thee 8. Melo 
Cuban Heel......... $3.90 ) 












” ALAMO—No. 1312. White 
Kid, 208 Last, 20/8 Boule- 
90 


No. 1322. White Kid, 
817 Last, 17/8 Boulevard 


ARAA S'/, to 9 AA 4to9 
ARA 4!/,to9 A 4to9 








Terms: $%—30 days. 25¢ per pair additional 
on all orders for less than four pairs assorted. 
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De Witt Opens Second Store 


Winnetka, Ill—J. R. De Witt, for 
the past four years, one of the leading 
juvenile shoe dealers on Chicago’s north 
side, has just opened a second shop at 
894 Linden Avenue in the Hubbard 
Woods section of this northshore sub- 
urb. The shop is centrally located for 
the entire north shore and is the first 
exclusive juvenile shop in this area. 
A novel arrangement in interior deco- 
ration gives the shop a cozy and invit- 
ing appearance. The store is L-shaped 
and contains several coves and corners. 
Instead of placing chairs and fixtures 
in the center of the store, as is usually 
done, Mr. De Witt had benches made 
to order to fit each of the alcoves. The 
benches are upholstered in ivory and 
piped in navy blue to harmonize with 
the peach and ivory color scheme of 
the rest of the shop. There is a check- 
ered blue rug on the floor. Mr. 
De Witt reports that several interior 
decorators have already visited the 
shop and commented on its complete- 
ness and harmony. James Grivett is 
manager. Mr. De Witt will also con- 
tinue in business at his original store 
at 1205 Devon Street, Chicago. 





Fire Damaged Store Reopened 


Detroit, Mich.—Earl’s Smart Shoes, 
downtown shoe store operated by Earl 
C. Gregg, has completed remodeling 
of the shop following a disastrous fire 
a few weeks ago which practically de- 
stroyed all store fixtures and stock. 
The store, in the Majestic Building, is 
the first shoe store on Detroit’s Wood- 
ward Avenue shopping center, being 
located almost across from the City 
Hall which marks the lower end of this 
district. 

The store is now fitted with a mod- 
ernistic design throughout. The front 





is in steel-glass type construction with 
an ebony black surface relieved by a 
wide silversteel border. The front ex- 
tends up to the second-story level. 

A center entrance is provided, giving 
two deep windows and a wide vestibule 
to the street. 

The interior of the store is finished 
in dark walnut woodwork with a large 
amount of panelling and wood trim 
visible. This is trimmed in light na- 
tural-finish wood. 

The upper portion of the walls is 
finished in three shades of rose colors, 
tending toward a beige, and decorated 
in silver and gold. Two large columns 
carry out the same design in wide 
bands and are topped with ornamental 
blue capitals trimmed in gold. 

The store is laid out in the shape of 
an ell, the head being toward the door. 
The hosiery and accessory departments 
are at the right of the entrance with 
the wrapping counter just beyond. 
Open stock, with the stock in a light 





tan box matching with the lighter 
woodwork, is used. 

Eighty chairs are provided for cus- 
tomers. Both chairs and fitting stools 
are of the modernistic spring steel type 
construction finished in leather with the 
seats in rust and the backs in beige. 





Canadian Shoe Imports Rise 


MONTREAL, CANADA—Dominion Bu- 
reau of Statistics reports footwear was 
imported into Canada to the value of 
$69,411 in February, as compared with 
$33,746 in the previous month, and 
$70,301 in February, 1936. 

The United States was the chief pur- 
chaser at $40,818, followed by the 
United Kingdom with $21,692. Ca- 
nadian-made leather footwear was ex- 
ported to the value of $42,581, against 
$47,298 and $30,493, the United King- 
dom purchasing to the extent of $25,- 
821, New Zealand $5,090, Jamaica 
$4,134 and Australia $4,106. 





Clever Summer Ideas for Kiddies 





Left to right: Child’s stroller beach sandal in multi-colored braid 


with 


cork or crepe sole; child’s red and white canvas T-strap with 


side buckle and sandal cut-outs, also crepe rubber sole; child’s coro- 
nation red Bux T-strap sandal with heavily perforated and ventilated 
toe and rubber sole. Names of manufacturers on request. 
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MEN ARE MAKING THE DEMAND FOR 


PALM BEACH CLOTH 


The men themselves—usually unspoken in their 
fashion demands—are giving universal praise to 
shoes built of Palm Beach Cloth. The inimitable 
coolness, their custom made appearance, and 
their exceedingly comfortable qualities for sum- 
mer wear, are making men's shoes fashioned of 


this internationally known fabric more desirable 


than ever this season. 





Make certain to establish yourself firmly in the 
good graces of the men in your community. 
MQ Pel 2 cath De Make certain to be one of the first to offer your 
THE GENUINE CLOTH favorite brand of shoes made of Palm Beach 
Cloth. We will gladly send you samples of the 
many authentic colors available for men's shoes. 


Your request will be filled very promptly. 


The top center shoe is made by 

the Weyenberg Shoe Mfg. Co. of 

Milwaukee. The shoes to the left 

and to the right are made by the 

Curtis Shoe Co., Inc. of Marlboro, 
lass. 


GITTERMAN & CO. 


Specialists in Shoe Fabrics since 1898 
419 FOURTH AVENUE, NEW YORK CITY. 
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Open Two New 
Women’s Departments ; 


DETROIT, MicH.—Two new women’s 
shoe departments have been opened 
recently by Sam’s Cut Rate Store, in 
Detroit, one on the third floor of their 
new Campus store, the other in the 
first floor annex of the store at 1056 
Randolph Street. Perry Avison, an ex- 
perienced shoe man, is manager and 
buyer of these two departments. 

A line of both novelty and arch type 
shoes for women and girls is carried, 
ranging in price from $2.83 to $4.95, 
with the $2.83 and $3.83 the best 
sellers, according to Glenn Lyons, ad- 
vertising manager. 





Shoe Merchants Council Meets 


New YorK—At a recent meeting of 
the Shoe Merchants’ Council of New 
York, held on Wednesday, April 14, 
plans were formulated for a general 
luncheon meeting of its members, to be 
held in the Advertising Club on Wed- 
nesday, April 28. At this time, Mer- 
rill Watson, executive vice-president of 
the Tanners’ Council of America, will 
speak on leather and various develop- 
ments in the tanning industry. 

At this past meeting of the council 
the members agreed to carry on the 
past principles of the group. 


Nierman’s Booterie Enlarged 


CHICAGO, ILL.—A complete new and 
enlarged interior recently greeted cus- 
tomers of Nierman’s Booterie, 3148 W. 
68rd Street. Because of increased busi- 
ness Sam Nierman, owner, found it 
necessary to enlarge the shop to 125 
feet deep and 30 feet wide. New fix- 
tures were installed throughout. Sixty- 








Philadelphia Shoe 
Merchants’ Guild 


A proposal to restrict ‘“‘markdown 
sales” during the regular shoe selling 
season. 


1. This proposal is for the period from 
Tuesday, April 13, 1937, to Tuesday, 
July 6, 1937, 

2. It is proposed not to hold a reduced 
price shoe sale during this period. 

3. It is proposed not to use the words, 
phrases, or statements, or their equiva- 
lent — “Sale,” “Clearance,” “Reduced 
from (to),” “Values from (to),” “Com- 
parable,” etc., in the press, in store win- 
dows, on signs, by circular or through 
the use of the U.S. Mails or in any 
other consumer-contact advertisement 
whutsoever, during this period. 

4. It is proposed not to use comparative 
prices during this period. 

. It is proposed not to give any article of 
merchandise away us an inducement to 
make a sale. 

6. It is proposed that this plan is in no 
way to stop the regular “Promotion” of 
shoes, but is solely arranged to stop 
trade “sale” abuses. 

7. It is proposed that there is to be no ob- 
jection to distributors making the fol- 
lowing statements in their regular pro. 
motional advertising copy: “Specially 
Priced,” “Featured Price,” “Regular Low 
Price,” “Special Purchase,” “(Blanks) 
Remarkably Low Price,” “Remarkably 
Priced At,” etc. 

4. It is proposed that shoes can be reduced 
at any time from one price to another, 
provided that such reductions are not 
advertised in any way. 

9. It is further proposed that any merchant 
shall have the privilege, between June 
15 and July 6, to dispose of shoes at re- 
duced prices provided that this is done 
only through direct mail soliciation and 
not through the newspaper or window 
display. 


nr 





five new chromium streamlined seats 
with brown and mulberry upholstery 
replaced the old wooden arm chair type. 
The latest form of indirect lighting in 
the ceiling itself brightens the store. 
The ceiling is painted in eggshell and 
walls are decorated to match. The new 
carpet is in taupe. Built-in shelves now 
house the stock of shoes. The store 
installed a modern front a year ago and 
has long been considered one of the 
leading quality independent shoe stores 
on the south side of Chicago. 





Red Cross Employees 
Get Full-Pay Vacation 


CINCINNATI, OH1I0—Twenty-six hun- 
dred employees of The United States 
Shoe Corporation, of this city, each re- 
ceived a letter from the executive board 
announcing a week’s vacation this Sum- 
mer, at full pay—“in appreciation of 
your fine loyalty and cooperation,” the 
letter stated. 

Giving this full-pay vacation to all 
its employees marks a new milestone in 
the shoe industry—and is a great for- 
ward step in the relations between em- 
ployer and employee. 

As one of the executives of The 
United States Shoe Corporation ex- 
pressed it: “We take a personal interest 
in every man and woman who works for 
us and we know they all take a personal 
interest in the company. For the past 
five and a half years we have been able 
to provide our people with 52 full weeks’ 
work a year. This sets an unprecedented 
record in the shoe industry, and we feel 
that the loyalty and cooperation of our 
employees has helped make this pos- 
sible. Last December, we gave every 
one a full week’s pay as a Christmas 
gift, and now we are happy to announce 
that our 2600 employees will have a 
week’s vacation at full pay, this Sum- 
mer.” 
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| _... WHITE LINE ONE-WHITE 
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This beautiful six color display is just the right size 
(14 x 13) for the counters and windows of high- 


Each best suited for a particular purpose 





10 Different white items! 





ASK YOUR JOBBER FOR THIS DISPLAY 





[ Factories: PROVIDENCE, R. I. and TORONTO, CANADA | 


| I 
* EVERETT & BARRON CO.* 
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Lintz Store to Be 
Modernized 


GUTHRIE, OKLA.—F red W. Lintz and 
Jos. E. Chastain, senior and junior 
partners of the Lintz Department store, 
announced recently an extensive re- 
modeling and expansion program for 
that firm. The store is to have a com- 
plete new and modern front designed 
after the most up-to-date store fronts 
in the country. The proposed front will 
have approximately double the display 
space with four spacious display win- 
dows where there are now but two. 
The new front will extend into the 
store eighteen feet and will be finished 
in the most modern manner in chro- 
mium and carrara glass, bringing to 
Guthrie one of the most up-to-date 
store front in the state. 

In addition to this, the stairway to 
the basement will be moved to the front 
of the store, making the newly enlarged 
men’s department and bargain base- 
ment easily accessible to street traffic. 
The street floor will be renovated and 
remodeled with a complete new and en- 
larged shoe department in the rear of 
the store, almost three times as large 
as the present department, and will 
cater to both women and children. 
Other departments will be enlarged and 
expanded, not only improving the ap- 
pearance of the store, but making it 
possible to serve a greater number of 
people with greater efficiency and lower 
costs. 


Sales Exceed Quota 


Mr. Chastain, who until the first of 
this year was general merchandise 
manager of the Brown-Dunkin Depart- 
ment Store in Tulsa, Oklahoma, was 
greatly pleased to know of the con- 
fidence which exists in Guthrie and 
its future. Mr. Chastain says in the 
three months he has been here the 


store’s sales have exceeded the quota 
set and March more than doubled the 
anticipated increase. For this reason 
he feels that the new capital invested in 
these improvements will be well spent 
and the firm will grow faster than ever. 

By putting in the new front and en- 
larging and improving departments, 
they are going to materially reduce 
operating costs because of the added 
volume of business. The new auto- 
matic sprinkler system cut insurance 
costs 80 per cent and when all the im- 


provements are completed, they will 
have the most efficient and yet the 
most economical plant to operate in the 
state, thereby enabling the store to 
serve Guthrie and its trade territory 
even better and more economically than 
in the past. 

Both Mr. Lintz and Mr. Chastain ex- 
pressed great confidence in the future 
of Guthrie and its trade territory and 
further stated that the store would 
continue business as usual during the 
six weeks’ remodeling program. 





The “Forgotten Boy” in Shoes 


[CONTINUED FROM PAGE 24] 


Further proof of the fact that the 
youth of America is yearly becoming 
more widely recognized is the setting 
aside by Congressional Resolution of 
one week in the year to the boys and 
girls of this country. This year, Boys’ 
and Girls’ Week as it is called, is from 
April 24 to May 1. The foilowing are 
the days announced by the committee 
and the special activities featured on 
each: 

Saturday, April 24, Boys’ and Girls’ 
Recognition Day. 

Sunday, April 25, Boys’ and Girls’ 
Day in Churches. 

Monday, April 26, Boys’ and Girls’ 
Day in Schools. 

Tuesday, April 27, Boys’ and Girls’ 
Vocational Day. 

Wednesday, April 28, Boys’ 
Girls’ Day in Entertainment 
Athletics. 

Thursday, April 29, Boys’ and Girls’ 
Day in Citizenship. 

Friday, April 30, Boys’ and Girls’ 
Day Out of Doors and Evening at 
Home. 

Saturday, May 1, Boys’ and Girls’ 
Health Day. 


and 
and 


An occasion such as this opens still 
another opportunity to the wide-awake 
retailer to use his ingenuity in the 
active promotion of boys’ and girls’ 
shoes during this banner year of the 
youth of this country. 

According to the 1930 census, there 
are 23,556,992 boys and girls in this 
country between the ages of 10 and 
19. This figure has risen considerably 
since that time but it nevertheless 
represents more than 19 per cent of 
the total population of this country. 
Against this figure is the fact that 
boys buy only 1.33 pairs per capita 
annually while girls, in the same ratio, 
buy only 2.95 pairs. The market is 
there, however, and only calls for the 
needed promotion to actively build up 
this field which has been sadly neg- 
lected, to one of major importance in 
the retail shoe field. Manufacturers 
have done their part in supplying the 
shoes called for by the modern boy and 
girl and it is now up to the shoe re- 
tailer if he is interested in this dor- 
mant but large market, to build up his 
sales by the use of active and timely 
promotion. 





UNITED SHOE MACHINERY CORPORATION 


BOSTON. MASSACHUSETTS 
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What Price Footwear ? 


[CONTINUED FROM PAGE 27] 


many weeks. The increase in women’s 
shoe prices, at least in that shoe which 
we have chosen will probably not be 
so great in cents per pair, but the per- 
centage of increase will be about the 
same. 

Behind these increases in shoe ma- 
terials costs are the frequently and 
recently emphasized increase in the 
raw materials from which they are 
made. Textile costs generally are up 
and are going higher. That accounts 
for cloth lining and doubler increases. 
Goat skins have advanced in price in 
the course of a year sufficient to in- 
crease the cost of kidskin linings five 
or six cents a foot; suede stock about 
six cents a foot; and shoe stock, two 
to three cents a foot. 

Chicago city calfskins, which sold 
for 18% cents a pound last year, are 
selling for 25 cents this year—an in- 
crease of more than 35 per cent. The 
finished leather, in the middle of 
March, had staged an advance of ten 
cents a foot in one year. In the week 
ended April 3, men’s black calf leathers 
were further advanced an additional 
cent—colors about three cents. 

Side leather? Well, between Janu- 
ary 2 of this year, and April 2, light 
native cowhides from which side 
leather is made, had advanced 18 per 
cent. At the then peak, the 1937 price 
for these hides was one and one-half 
cents higher than in 1929. 

Sole leather comes from steer hides. 
These advanced about ‘thirty per cent 
during 1936 and the jump between 
January 2 and April 2 of this year was 
a further 6 per cent. 

And also to be taken into considera- 
tion, in an appraisal of the price trend, 
is the fact that European competition 
for raw materials is looming larger. 
“Raw goatskin markets,” says a trade 





authority, “are firm, with European 
tanners willing to pay more than our 
tanners. European competition has 
raised Argentine hide prices to a new 


peak for 1937.” 


Finders’ Association 


Plans 33rd Meeting 


BALTIMORE, Mp.—Plans for’ the 
thirty-third annual convention of the 
National Leather and Shoe Finders’ As- 
sociation, which is to be held in Balti- 
more, June 21 to 24 inclusive, including 
an elaborate entertainment program, 
were discussed and tentatively decided 
upon at a recent meeting attended by 
national officers and local committee- 
men. Some of the tentative entertain- 
ment activities include a golf tourna- 
ment on Monday morning, June 21, the 
first day of the convention; a “Gay 
Nineties” party, featuring a dramatic 
sketch of the “good old days”; an all- 
day pilgrimage to Annapolis, including 
a personally conducted tour of the 
United States Naval Academy and pos- 
sibly a reception by Harry W. Nice, 
Governor of Maryland; sightseeing 
trips of the city; luncheon at the Mary- 
land Yacht Club followed by a yachting 
cruise of the upper harbor; a moon- 
light cruise down the Chesapeake Bay, 
combined with an old-fashioned Mary- 
land crab feast; a dinner, dance and 
other entertainment features. 

The business sessions will start Tues- 
day morning, June 22, and continue 
through Thursday afternoon, June 24. 
The business program will embrace a 
wide range of current subjects pertain- 
ing to the conduct of the leather and 
shoe finders industry throughout the 
United States. 

Headquarters of the convention will 





be established at the Southern Hotel, 
Light and Redwood Streets, though ac- 
commodations for visiting delegates, 
members and guests also will be pro- 
vided at other local hostelries, and pos- 
sibly some of the committee sessions 
may be held at other hotels. 

The local committee is under the 
chairmanship of John M. Kipp, of the 
firm of Geo. Kipp & Son, 1605 Eastern 
Avenue, prominent leather dealers. The 
committee is planning for an attendance 
of from 600 to 800 visitors, including 
leading figures in the leather and shoe 
findings industry as well as kindred in- 
dustries, from practically every section 
of the country. 

Other members of the Baltimore com- 
mittee who are taking a very active 
part in perfecting plans for this event 
are P. Irvin Volk and W. Milton Volk, 
members of the firm of P. H. Volk & Co., 
also prominent in the leather industry 
of this market. 

The president of the national] organi- 
zation is Glen R. Driscoll, of Omaha, 
Neb., and the Acting Secretary is A. V. 


Fingulin of St. Louis, Missouri. 





New Allen Store Opened 


Fort WorTH, TEx.— Allen’s Shoe 
Store opened at 511 Houston Street, 
here, April 10. Maurice Cohen is man- 
ager. Jay Clark, district manager of 
southern territory for the Allen stores, 
came here to supervise remodeling and 
opening of the store. 





To Feature Sports Line 


ROCHESTER, N. H.—The John Emer- 
son Shoe Company here is making a 
new type of moccasin sport shoe. 

The shop has given up the manufac- 
ture of dress shoes as they cannot com- 
pete with the present prices and will 
devote their entire time to the manu- 
facture of sports shoes. 
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Propr-Bilts show the way with 
Smart Styles as well as True 


Scientific Features ..... 


No. 4245 


#4245 Growing Girls white genuine 
bucko perforated oxford—Sizes 
31,,/9, Widths 3A to C 


#4227 Same as above 
Hubschmans #933 brown calf 


SIXTY-TWO other styles in stock for at once 
shipment. Write for sample pairs or catalog. 
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New Ideas in Beach Sandals 


Two new beach sandals featuring bright colored Nutex 

soles with black Shantung upper and white calfskin 

strap. The other shoe is a bright multi-colored Paisley 
print, trimmed with light green calf strap. 





: Marginal Hides 

Boston, Mass.—It’s reported that marginal hides 
are coming into the markets again. They usually do, 
when hides get high in price.: When hides are low in 
the markets, these marginal hides are left to rot where 
they’re taken off. When hides become high in the 
markets, dealers go forth and gather up the marginal 
hides, and ship them to market. 




















IN CORRECTION 


The above illustration appeared in the full page 
advertisement of Mishawaka Rubber & Woolen 
Mfg. Co., Mishawaka, Ind., featuring their “Ball- 
Band” sandals and mules, on page 7 of the 
April 10th issue of Boot and Shoe Recorder. 

e description of the item-was given as follows: 


“LOCKER MULE” 


“A popular style for locker and shower wear. 
Molded sponge rubber sole with corrugated out- 
sole. Tan rubber toe strap with brown trim. 
Men’s sizes 4 to 12—68 cents.” 


Due to wear, the figure 8 of the price 
became in on a number of copies of this 
issue, making the price appear as 63 instead of 
68. e correct price is 68 cents and so appeared 
on the copy for the advertisement as received 
from Mishawaka Rubber & Woolen Mfg. Co. 
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No. 9190—White Rev. 
Calf: Vent.; Nap sole; 
13/8 Heel. AAA to B- 

3A to 9 — $3.25 
No. 9189 — White Elk; 
Leather sole as above. 
PIED PIPER SHOE COMPANY 















No. 9013 — White Elk; 
Vent.; Nap sole; 13/8 


Heel. AAA to C: 
Ih to 9 — $3.25 










No. 336 — White Elk; 
White Cordo Tough Tip. 
Childs A to D— $2.45 
Misses AA to C— $2.70 














Vent. Childs A to D— 


$2.45 
Misses AA to C— $2.70 








No. 040 — White Elk; 
Vent. Childs A to D— 


$2.05 
Misses AA toC= $2.35 
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N. S. R. A. to Launch Local 
Organization Campaign Apr. 26 

NEw YorK—The most far-reaching 
shoe trade association organization 
movement ever undertaken is being 
sponsored by the National Shoe Re- 
tailers Association in an effort +o or- 
ganize local councils of shoe retailers 
in more than 400 towns and cities 
throughout the United States during 
the week of April 26 to May 1. 

The groundwork for this nation-wide 
organization movement has been under 
way since the first of the year from 
the association’s headquarters in New 
York. A representative shoe man in 
every state, known as the state chair- 
man, and in the principal towns and 
cities of each state, designated to serve 
as city chairmen, have been officially 
appointed by the association committee 
of the N. S. R. A. 

Those merchants who have accepted 
their official assignments now number 
more than 400, and it is through this 
large and comprehensive official staff 
that the National Shoe Retailers As- 
sociation expects to bring about the 
formation of local shoe councils 
throughout the country. Such organi- 
zations, it is. believed, will result in an 
improved standard of shoe retailing, 
as well as a better and more uniform 
understanding of many matters having 
to do with rendering a better service 
to the consuming public. 

LL. E. Langston, executive vice-presi- 
dent of the National Shoe Retailers 
Association, at its offices in New York, 
stated that this nation-wide plan of 
organization is meeting with the most 
enthusiastic response and approval 
from all sections of the country, and 
it is believed by many that, as a result 
of this work, the National Shoe Re- 
tailers Association may very soon be- 
come one of the largest and most effi- 
ciently organized of any of the trade 
association groups. 






Brownstein Made 


Morse Manager 


PROVIDENCE, R. I.—Morris Brown- 
stein has been made manager of Morses, 
Inc., retail shoe store, succeeding Frank 
Goldstein who has been manager for 
several years. Mr. Brownstein comes 
from Albany. 

William Blumenthal, formerly assis- 
tant manager, has been succeeded at 
Morse’s by Samuel Kaplan. 

The store has just installed a new 
store front of black glass with a large 
Neon sign which flashes against a back- 
ground of cream-colored tile, making an 
attractive thing. This sign, with the 
words “Morses, Shoes—Hosiery,” gives 
hosiery a very good play and has been 
instrumental in increasing that part of 
the business. 

As a matter of fact, the new store 
front is held responsible for a spurt in 
business, according to Mr. Brownstein. 
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AN IMPORTANT ANNOUNCEMENT 


by ARTHUR TUPPER 


TUPPER SANDALS RETAIL AT 6.75 to 8.50 ¢ TUPPER EXQUISITES RETAIL AT 8.75 to 12.80 


For the past seven years, Tupper, Inc. has main- 
tained a constant leadership in the sandal manv- 
facturing division of the shoe industry. During those 
seven yeagaathe better retailers of this country have 
RE ooR tor Seaeerti2 for fine quality mer- 

; the very height of fashion. 


used, the craftsmen employed firmly establishes 

Tupper sandals and Tupper Exquisites as lines of 

unchallenged merit and inimitable quality. 
‘<a 


Clb MhaggcD 


president, TUPPER, INC. 


At the SHOE FASHION GUILD SHOW 
HOTEL BILTMORE 
MAY 3, 4,5 


MEMBER, THE BROOKLYN SHOE MANUFACTURERS BOARD OF TRADE 
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FAWRKY TWINKLE TOES 


OPEN TOES, OPEN SHANKS, OPEN 
HEELS NEED THIS FAIRY FORM 


The open work so popular this Spring and 
Summer must have the proper display 
forms. And only Fairy Twinkle Toes 

fill that bill completely. These ankle 
high, tinted shoe forms, with their molded 
toes, rose tinted toe nails and delicate flesh 
color, will do a complete job in properly 
displaying your new lines. 

Make your in ies now. Your open work 


shoes definitely must have proper forms. 
Fairy Twinkle Toes are the forms for them. 





age Twinkle Toe forms are made 
both 


bottom to take care 
variations in width. 





Shall we send you prices? 
SHOE FORM CO., Inc. 


For full information telephone the nearest branch office of 


AUBURN, N. Y. 


United Shoe Machinery Corp. 
d Manuf ing Branches 





United Last Co., Ltd., Montreal, Canada 
Northampton 


Melbourne, Australia 


—— 
Mexico — _ oo 


Paris 














Obituaries 


Charles R. Brackett 


RocHEesTer, N. Y.—Funeral services 
were held here April 16 for Charles R. 
Brackett, who spent many years in the 
shoe industry until his retirement. For 
some time, he was foreman of the heel- 
ing department of the old E. G. and 
E. Wallace Shoe Co. factory here, and 
he was the last surviving Civil War 
veteran in this city. 

Born in Somersworth, N. H., 92 years 
ago, he served with the Fourth New 
Hampshire Volunteers, participating in 
the blocking of Southern ports and see- 
ing hard service at Petersburg and 
Richmond. 

He leaves a son, Russell Brackett, 
and a daughter, Mrs. Ida Meade, both 
of Rochester. 


Clifton H. Eaton 


HAVERHILL, Mass.—Clifton H. Eaton, 
well known throughout New England 
as a salesman for 30 years for the 
United Shoe Machinery Company, died 
April 15 at his home, 59 Lincoln Ave- 
nue, after a short illness. He was in 
his 54th year. 

Mr. Eaton was at one time president 
of the former Haverhill Gun and Rifle 
Club. He was born in Derry, N. H., 


and was graduated from the Bryant & 


Stratton Commercial School, Boston. 
He came to Haverhill to reside 25 years 
ago. 

He was a marksman of prominence, 
excelling in trap and skeet shooting and 
participated in many events conducted 
by the Sportsmen’s Club and other or- 
ganizations in Essex County. His af- 
filiations included Haverhill Council, 
United Commercial Travelers, of which 
he was secretary and treasurer and 
Saggahew Lodge of Masons. 


Edward A. Knight 


ELIzABETH, N. J. — Edward A. 
Knight, 72, one of the founders of the 
shoe manufacturing concern of Knight 
& Banister, died April 9 at a hospital 
here, after a short illness. 

Selling his interest in the shoe concern, 
Mr. Knight became associated with 
John Wanamaker of New York and su- 
pervised the erection of the Wanamaker 
Building in Chicago. Later he was mer- 
chandising manager for Bloomingdale’ 8 
Dept. Store in New York. He is sur- 
vived by three sons. 


Pasquale Rosselli 


Burrato, N. Y.—Pasquale Rosselli, 
who for 18 years operated a retail shoe 
store here, died after a short illness. 
Born in Monte Maggiore, Italy, 71 


years ago, Mr. Rosselli came to the 
United States as a boy and had lived 
in Buffalo for 36 years. He retired from 
active business some years ago. Promi- 
nent in Italian-American circles, Mr. 
Rosselli was a member of the Italian- 
American Businessmen’s Association. 
Besides his widow, he is survived by 
two sons and three daughters. Funeral 
services were held in St. Anthony’s 
church of which he was a member and 
burial was in Mt. Calvary cemetery at 
Pine Hill. 


Charles L. Hedrick 


HALLOWELL, ME.—Charles L. Hedrick, 
70, died April 13, after several months’ 
illness. He was born in Huntington, 
Mass., and came to Hallowell 35 years 
ago. For 25 years he was foreman of 
the stitching room in the Johnson Bros. 
shoe factory and for the past 10 years 
held a similar position in the Hy-Style 
shoe factory. 





Plans New Children’s Store 


Newark, N. J.—The store at 95 Hal- 
sey Street has been leased by Morris L. 
Lavigne, who will operate an exclusive 
kiddies’ shoe store. Mr. Lavigne is 
supervisor of the children’s shoe de- 
partment in L. Bamberger & Co. The 
shop will open about May 1. 
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HERE’S SHOE FASHION NEWS 
THAT SCOOPS THE FASHION 
CENTERS OF THE WORLD/ 





Cedar Cliff Satin combined with suede. A startling 
shoe innovation that is causing a furor in the studios 
of leading shoe style creators. Famous names are 
phoning us, stylists want stories, outstanding shoe 
men want to know what it’s all about! 


Cedar Cliff de luxe Peerless Satin, in all the authen- 
tic colors of the new season, including Carnelian, 
Araby Green, Burgundy, Gun Metal, Brown and 
Blue—is ingeniously blended with similar tones 
and shades of suede. Truly, the most glamorous 
origination in shoes in a long, long while. Be sure 
to see your favorite lines of shoes built of Cedar 
Cliff Satin combined with suede. Because it’s the 


most fanciful fabric combination ever! 


THE CEDAR CLIFF SILK CO., INC. 


357 FOURTH AVENUE 
NEW YORK. CITY 
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eyed. to 

in shoe departments 

and main floor departments... 

_ are achieving new volume, 

new fashion prestige, 

and a reputation as 

THE shopping center in their city, 
with the I. MILLER 
“ACCESSORY AFFINITIES” 
idea. 


If YOU WERE 
AN I. MILLER DEALER... 
you, too, might be 
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SPR-ruh-HING 


is SHOETIME 


SS 
yp 


And Retailers can sing that to the tune of an increased volume of shoppers and shop- 
ping money this year. Make sure that you’re equipped to get your share (or better!) 
of this trade. That means a line of footwear rightly priced, well-rounded in designs 
and leathers to fit every taste, complete in sizes to fit every foot. 


Kid, of course, is always Spring’s best seller. And Surpass Kid gives manufacturer 
and retailer alike an assurance of customer satisfaction. Whether you feature shoes 
of Surpass Suede or of Surpass Glazed Kid . . in the deep, rich Surpass Black, or in 
modish, color-true Surpass Blue or Brown. . they will have a clean, fresh appearance, 
and a firm, fine-textured “‘feel”’ that mean sales and profits worth singing about. 


SURPASS 
LEATHER 
COMPANY 
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THIS WEEK IN THE SHOE TRADE 
SATURDAY, APRIL 24, 1937 


NATIONAL NEWS 





The Upward March of Prices 





Majority of Chain Stores Plan Price Rise in May—Only 
Two Announce Amount of Rise But Others Planned 
For Near Future 


New York—Placing the responsibil- 
ity for the rise in prices of shoes on the 
increased cost of raw materials and the 
boosted labor costs, most of the national 
chains (with headquarters in New 
York) plan to step into higher retail 
prices in the month of May. 

The technique of raising prices also 
shows an increased appreciation of the 
psychology of the public. The method 
last month was to say: “As long as 
we have stocks of leather on hand, we 
will give the benefit of our early pur- 
chases to the public; but eventually you 
will have to pay more.” This was the 
old cry of “wolf, wolf,” and the public, 
being wary, took it as a new form of 
window ballyhoo. The rude awakening 
came the day prices were lifted. Now 
the technique is to say: “On May 1 
our prices will be fifty cents higher’— 
which seems to have the effect of bring- 
ing the public into the store in the final 
weeks before the “four bit” raise. 

Max Friedman of the A. S. Beck Shoe 
Stores announces an increase of shoe 
prices from $3.98 to $4.45 effective May 
8. This increase of 47c per pair is the 
first major rise in the women’s chain 
field of one of the key “fast fashion” 
organizations. Mr. Friedman also says: 
“Salaries of selling help in the retail 
branch of the industry will have to be 
revised upwards. This, in addition to 
the rise in production costs, rises in 
raw materials and labor, justifies a 
raise’ in retail price levels.” 

The Adler Shoe Store chain has re- 
adjusted its prices without formal an- 
nouncement. This policy is quite gen- 
eral with chains that have several key 
prices that can be rearranged without 
change of levels. 

Melville Shoe Corporation, in its 
Thom McAn line of women’s shoes, 
moved the price from $3.45 to $3.65. In 
growing girls and misses’ shoes, the 
prices are $2.45 and $3.00; boys and 
little men’s shoes advanced from $1.85 
to $1.95 and from $2.35 to $2.45. 

Most of the chains that have not as 
yet announced higher prices are dis- 
playing window cards stating: “Now 





DATES TO REMEMBER 


Monthly Shoe Buyers’ Days Conducted 


by Chicago Shoe Travelers Associer 
tion, Hotel Morrison, Chicago, 


April 26, 21, 1937 


Fall Showing Shoe Fashion Guild of 
America, Inc., Hotel Biltmore, New 
York May 3, 4, 5, 1937 


Boot & Shoe Travelers’ Association of 
New York, Beefsteak Dinner, Hotel 
Roosevelt, New York City, 7.30 P.M. 

May 4, 1937 


Boston Shoe Fair, New England Shoe 
and Leather Association, Hotel Stat- 
ler, Boston, Mass. June 1, 2, 3, 1937 


Pacific Northwest Shoe Retailers, An- 
nual Convention, Hotel Davenport, 


Spokane, Wash. 
May 30, 31, June 1, 2, 1937 


Ohio Shoe Retailers’ Association An- 
nual Midwest Shoe Fair, Hotel 


Netherland Plaza, Cincinnati, Ohio 
June 6, 7, 8, 1937 


California Shoe Retailers Annual Com 


vention, Hotel St. Francis, San F 


cisco, Calif June 14, 15, 16, "1937 


Illinois Shoe Retailers and Travelers 


Annual Convention, Pere Marquette 
Hotel, Peoria, Ill...June 20, 21, 22, 1937 


Pennsylvania Shoe Travelers Associa- 
tion Annual Tri-State Shoe Mart, 
William Penn Hotel, Pittsburgh, 
MU iS ate wcewuwecas July 18, 19, 20, 1937 





$2.98 but not for long” or “Material 
prices have advanced approximately 25 
per cent during the last 12 months 
but owing to our foresighted purchases, 
we will give the customers the benefit 
as long as our present factory supply 
lasts.” 

The chains now play a significant 
part in publicizing price rises while 
independent and specialty stores have 
rearranged price levels and in some 
cases discontinued the lowest line with- 
out public notice. 


Michigan Travelers 


Hold Election Meeting 


DETROIT, MICH.—The annual formal 
meeting of the Michigan Shoe Travelers 
Club was held Saturday afternoon at 
the Hotel Statler, with a maximum at- 
tendance of the membership. Luncheon 
and social activities preceded the busi- 
ness session in the afternoon. 

The organization was founded a little 
over a year ago, and has steadily grown 
to a present total of sixty-four mem- 
bers. Nearly all major shoe company 
representatives in the territory are now 
included in the organization. The new 
officers, incidentally, will be the second 
group elected in the Club’s history. 

Principal activity was the election, 
with considerable attention devoted to 
plans for the Fall Show, reported else- 
where in this issue. 

Frank J. McCloskey, United States 
Rubber Company, was re-elected as 
president, and S. S. Weissm, Cambridge 
Rubber Company, was re-elected as sec- 
retary. Other new officers included: 
Jack Harris, Crescent Shoe Company, 
vice-president, and C. E. Armbruster, 
C. W. Marks Shoe Company, secretary. 

Directors were elected as follows: 
Frank Huetter, Conrad Shoe Company; 
Herman -Meyer; Friedman-Shelby-Shee- 
Company; Sam Tenzer, Weyenberg Shoe - 
Company; Harvey Elbinger, Hutchison- 
Winch Shoe Company; Charles Harris, 
Hood Rubber Company; David Brown, 
M. J. Saks Shoe Corp., and I. C. War- 
shawsky, United States Rubber Com- 
pany. 


Incentive for Sales 


St. Louis, Mo—The Brown Shoe 
Company is making a special drive for 
business in April by offering its sales 
force $1,000 in prizes. 

To the man who makes the largest 
percentage gain for the month goes a 
$500 vacation trip or $500 in cash. The 
next five men will receive a $50 suit of 
clothes or $50 in cash. 

The next ten men will win a $5 hat. 
The wives or sweethearts of these ten 
men are to receive $20 each in cash. 
Now there’s an idea. 
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Unique Children’s Shop In Springfield 





Springfield, Mass——-A unique shoe salon opened recently in this city is The Juvenile 
Boot Shop at 349 Bridge Street. Its unusual character lies in the fact that its equipment, 
similar in style to that used in the ultra-modern women’s shops, is reduced in size and 
scale to accommodate the children that constitute its clientele. It is operated by M. J. 
Klein, children’s shoe specialist, associated for fifteen years with Faulhauber’s of New 
York City and S. S. Schriber, formerly with Franklin Simon’s of New York. Both 
men have a wide experience in scientific fitting and have taken as their business 
slogan the phrase, “We accept the responsibility of fitting your child’s shoes correctly.” 
The Juvenile Shop will distribute J. Edwards & Co. shoes exclusively. 

Souvenirs were distributed to all children visitors on the opening day which was 
stated as being very auspicious. 





Under this advanced system, repairs 
and alterations are done in the same 
manner that new shoes are made; the 
new work assuming practically the 
identical appearance of new shoe ele- 


Stores Now Get 
Shoe Factory Repairing 
CHicaGco, ILL.—An entire factory 








completely equipped with shoe making 
machinery, has recently been installed 
in Chicago to be devoted exclusively to 
repairing and altering men’s and wo- 
men’s shoes for stores requiring a genu- 
ine shoe factory service. 


gance, 

Shoe men visiting this unique repair 
factory express amazement in viewing 
the varied operations and the technique 
employed. This departure is considered 
a drastic forward step to achieve per- 
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fection in repairing and results have 
proved most gratifying. 

Sole work actually rivals the origi- 
nals and their upper alterations reflect 
the art of fine shoecraft. 

This ‘extraordinary service is spon- 
sored by Meisel Brothers, dominant fac- 
tors in ultra fine shoe service for nearly 
20 years in Chicago, having serviced 
the most exclusive stores consistently 
during that period under the name of 
Bee Hive Shoe Repairing Co. 

More recently they have opened a 
number of shoe clinics in Chicago and 
other large city department stores 
which assure a satisfactory volume for 
their central repair factory. However, 
with a daily capacity of 1000 pairs, 
stores even in remote sections of the 
country can rely on prompt service for 
trade that demands typical factory 
work. 


O’Donnell Takes 
Larger Offices 


New YorK—The O’Donnell Shoe 
Company, formerly located in Room 531 
in the Marbridge Building, 47 West 
84th Street, here, has moved their New 
York offices and salesroom to new and 
larger quarters in Room 525 in the 
same building. 

Miss F. Dienstag who has been with 
the O’Donnell Shoe Company for the 
past five years, is now in charge of the 
New York office, taking the place of 
J. F. Bolen former New York represen- 
tative of the company, who passed 
away recently. 





E. L. Britan Promoted 


Los ANGELES, CALIF.—E. L. Britan 
has transferred from the Long Beach 
Brooks store to their main store in Los 
Angeles, where he has charge of the 
shoe department of this well-known 
clothing store. Jarman shoes are fea- 
tured in this group of stores. 
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WALTON 


SOLES and SOLE L! 


v vY I 


“Sorted by Fibre” 
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M.J).SAKS SHOE CORP, 152 DUANE 5T.NY. 
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What an amazing change in times and store fronts! Remember the former Al Ruby 
store in East Madison Street, Chicago? Well, now it’s Archlock Shoes, Inc., one of the 
’ bright spots of the block between Michigan Boulevard and Wabash Avenue. Al Ruby 
pioneeted in opening this store as a shoe shop. And it’s still the same front, but with 
a right side door and the window stepped back. What a transformation! And where 
Al had only his name in small letters, just look at this modern way of advertising 4 





line of shoes. Effective lighting also plays a big part in making the window 


exterior so attractive. 





Chicago Shopping News 
Features Shoes 


CricaGo, ILt.—A recent issue of the 
Downtdwn Shopping News, which is 
distributed throughout Chicago and 
surrounding suburbs, devoted nearly 
all style news and promotion to shoes. 
There were a number of four and two- 
column illustrations of new styles and 
models as well as in editorial com- 
ments on the new lines and styles. 
Several stories were devoted to men’s 
fashions. There were also articles on 


the popularity of the new carnelian. 


shade, high styling, selection of ma- 
ternity shoes, comfort shoes, and ad- 
vice. as to what fabrics should be 
combined with the various types of 
shoes. :°"The Shopping News is pub- 
lished cooperatively by downtown Chi- 
cago.-merchants. 


Michigan Travelers to Hold 
Fall Fashion Show 


Detroit, Micu.—A Fall fashion show 
will be held for the first time locally 
during July by the Michigan Shoe 
Travelers Club, it was decided at the 
arinual meeting held recently. A Detroit 
hotel will be the locale but a date has 
not been yet set. 

Some 125 wholesale representatives 
will be included in the ‘showing, accord- 
ing to present plans, making it nearly 
as large a show as the well-known Win- 
ter show which is an annual event. The 
date will be set in accord with policies 
of representatives of women’s novelty 
lines, who require a later showing date. 


Skinner Joins Brauer Bros. 


Sales Staff 


St. Louis, Mo.—Roy Sundling, sales 
manager of Brauer Brothers Shoe Com- 
pany, here, announces that 6n May 2, 
Walter W. Skinner will join his selling 


WALTER W. SKINNER 


force. Mr. Skinner will carry the Para- 
dise line in Ohio, West Virginia and 
Western Pennsylvania. During the past 
several seasons, he has carried the Pen- 
nant Shoe Company line in the same 
territory. Prior to his connection with 
Pennant, he was associated with the 
Selby Shoe Company. 
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Times Change; So Do Store F ronts 


Mr. Sundling further announces that 
he, in cooperation with S. B. Morse, 
New York and New England represen- 
tative of Brauer Brothers and Mr. 
Skinner, will display the new Fall line 
at the McAlpin Hotel, New York, May 
3, 4 and 5. 


Dayton Retailers Hold 
Monthly Meeting 


DayTON, OH1I0—Members of the Day- 
ton Shoe Retailers Club at their April 
dinner meeting received and accepted 
the invitation of Allen Thirkield of 
Franklin, Ohio, to be the guests of Mr. 
and Mrs. Thirkield at their home on 
May 12. Dinner will be served at the 
Franklin Inn to all members of the 
club, following which the party will 
“move on” to the Thirkield home where 
all forms of entertainment will be fur- 
nished the guests. 

Mr. Thirkield is head of a general 
department store in Franklin and is the 
third generation in the firm which was 
established back in 1833. For years he 
has been a member of the Dayton Shoe 
Retailers Club. 

Walter Haberer of Elder & Johnston 
Company precipitated a lively discus- 
sion when he asserted during the meet- 
ing that 80 per cent of all complaints 
received, are from women having long, 
narrow feet which he claimed is the 
hardest type to fit properly. He asked 
the question: “Should we educate the 
customer and sell them the right type 
of shoe for their particular foot or sell 
them just what they want?” 

It was brought out that a large num- 
ber of misfit shoes are due to over- 
zealous salesmen, anxious to make a 
sale, and promising a “perfect” fit. 
Many salesmen promise too much, it 
was asserted, thus causing an uneces- 
sarily large amount of returns. 

Another point brought up was the 
educating of salesmen to sell the cus- 
tomer a proper and high-grade polish 
for white shoes when the shoes are sold. 

P. J. Myer precipitated an interest- 
ing discussion when he asked each mem- 
ber if he knew the average cost to make 
a pair of shoes, also asking if they 
knew the number of feet of leather used 
and other pertinent facts. Only one 
or two persons were able to give an- 
swers and the Boor AND SHOE RECORDER 
correspondent was instructed to obtain 
facts and figures on the subject for 
presentation at the next meeting. 


Retailers Guests of 
George Marott 


INDIANAPOLIS, IND.—Members of the 
Indianapolis Shoe Retailers Association 
recently were guests of George J. 
Marott, shoe retailer, in the Hunter 
room of the Marott Hotel. Mr. Marott 
spoke on his fifty years’ experience in 
the retail shoe business. , 

A new Saturday closing hour was 
adopted. All shoe stores will now close 
in the downtown district at 6.80 p. m. 
on Saturday evenings. 
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“LASTEX” PRESENTS 


A 
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The actual fulfillment of every shoe man’s dream since the invention of footwear. 


@ NO DISTORTION OF SURFACE 
@ PERMANENT ELASTICITY 


@ CONTROL OF STRETCH 
(From 5 to 50 per cent) 


These are only three of the merits of this amazing new material, which 
is destined to reconstruct completely the whole art of shoemaking. 
The time-tested merchandizing policy which made shoe fabrics incor- 
porating “Lastex”’ yarn the most sensational success the apparel indus- 
tries have known, will be followed. The new elastic leather will be 
sponsored by a group of the highest grade footwear manufacturers 
in America. They will present their first models at the Fashion Guild 
Show, Hotel Biltmore, New York City, May 3-4-5, 1937. 

Elastic shoe leather is made possible by a new use of “Lastex” yarn, 
but it is genuine leather nevertheless. Ordinary skins are treated chemi- 
cally to restore the natural elasticity they possess when they are 
Nature’s covering for animals. This elasticity is regulated and made 
permanent by a backing of finely woven fabric, made with “Lastex” 
yarn. This is the simplest explanation of a remarkable invention which 
must be seen to be believed. 





The new elastic leather and all shoe materials made with “Lastex” are dis- 
tributed to the trade by Alfred Vamos, 450 Marbridge Building, N. Y. C. 





For information on the uses and advantages of “Lastex” yarn in shoes, 
bags, hats or other items of apparel for men, women or children, write 
to address below. 


..-THE MIRACLE YARN THAT MAKES THINGS FIT 


US, Pe: . 
Anelastic yarn manufactured exclusively by United States e( {IS Rubber Products, Inc., 1790 Broadway, New York City 
; WW, 





Dancing Shoes and Taps 


Pat. Tap Slippers 
IN STOCK 
822 828 











Shoe Men Cooperate 
In Charity Drive 


BuFrFaLo, N. Y.—Shoe retailers and 
manufacturers are cooperating in or- 
ganizing a separate division of the Joint 
Charities and Community Fund which 
opens its campaign early in May. In- 
cluded on the committee are Louis 
Jacobson of the Beck Shoe Co., Le- 
land E. Cummings of Burke’s Enna 
Jettick Boot Shop, Samuel R. Stern of 
Burt’s‘ Shoe Store, Walter A. Sahs of 
William Eastwood & Son Co., George E. 
Merkling of:the Endicott-Johnson Co., 
Walter G. Olsen of Hanan & Son, Wal- 
ter R. Cronin of Goodyear Glove Rub- 
ber Footwear Co., Thomas M. Glidden 
of the Nisley Shoe Co., Edwin E. Hales 
of the Regal Shoe Co., and Clarence A. 
Gray of the United States Rubber Co. 


Moss Opens New Store 


ELizaBeTH, N. J.—The William Moss 
Shoe Co., oldest in the city, has opened 
a new store at 71 Broad Street. The 
concern, which was founded in Eliza- 
beth more than thirty years ago by 
P. J. Moss under the name of the Regal 
Shoe Store, was formerly located at 231 
Broad Street. The present name was 
adopted a number of years ago when 
‘William Moss took over the business. . 


~ 
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Layout, Copy, Sales Appeal 
Determine Ad’s Effectiveness 


SAN JOSE, CALIF.—A signal honor 
descended upon the Herold Shoe Com- 
pany of San Jose with the awarding 
to this progressive shoe concern early 
in the year of the Shoe Fair’s silver 
cup trophy for the most artistic news- 
paper advertising of women’s shoes in 
cities with a population of 100,000 or 
less during 1936. 


HEROLD'S Z 


seventy-four south first street 





/ 


‘ee he a 
A shoe with an avs “different” air about it... 
/ | \ \ 
this lovely model... smart, —_—«,* is the 


=,” ¥en 


perfect choice for those activities that come “In 
Between” businegs or shopping and late evening, 
\ i 


such as the informal coal ws deer hour. 











One of the ads that helped to win the 
trophy for Herold’s, San Jose, Calif. 


The winning of the trophy for 1936 
is particularly noteworthy and speaks 
eloquently for the Chester Herold shoe 
advertising for the year since more 
specimens were entered in the contest 
this year than ever before. 

In speaking before the San Jose Mer- 
chants Association, Mr. Herold com- 
mented: “Naturally, my brother and 
I are very proud of the honor that has 
been conferred upon us. For many 
years, we have been striving to bring 
our advertising up to metropolitan 
standards. Since our advertising was 
posted along side that from cities much 
larger than San Jose, we are particu- 
larly jubilant to learn that our efforts 
have been rewarded.” 

It was brought out in the awarding 
of the trophy to. the Herold Shoe Com- 
pany that the factors which . deter- 
mined the decision of the judges were, 
first, artistry of layout combined with 
exceptionally clear-cut dramatization 
of the merchandise; second, consistent- 
ly strong “selling punch” in headlines 
and copy; and third, diversification of 
selling approach and timeliness, or, in 
other words, the admirable way in 


1937 


GROWING 
UP 





.-.and growing out of the shoes 
of babyhood into the Shoes of 
Childhood. 


Attract new customers to your Juvenile 
Department by offering Flexible Hard 
Soles for Children (2-8) carrying the 
Famous Name “Mrs. Day’s Ideal”— 
known to millions of mothers for over 
twenty-five years. 


MRS. DAY’S 
IDEAL BABY SHOE CO. 


DANVERS, MASS. 


Manufacturers of Fabric—Cushion—Soft Sole— 
Intermediate and 


FLEXIBLE HARD SOLES 
Fe 








which the advertising was synchron- 
ized with the style trends of the par- 
ticular season in which the advertising 
appeared. 

While this award is a feather in the 
cap of the Herold Shoe Company Mr. 
Herold is strong in his praise of the 
Ruth Hamilton Associates from whose 
agency the advertising emanated. 


Accessory Promotion 
Brings Results 


CuicaGco, Inu.—One of the first in 
Chicago to bring out a three-piece out- 
fit in prints, George Teters of the 
Palmer Boot Shop, reports an immedi- 
ate acceptance of a scarf, bag, and shoe 
combination. Every color of the prover- 
bial rainbow and every possible com- 
bination of figures and flowers in prints 
appear in the new merchandise. The 
triangular. scarf, cloth hand bag, and 
shoes in their varied combinations were 
first exhibited, appropriately enough, at 
the Chicago Flower show. Later that 
same week they were placed in the 
store’s State Street windows and were 
followed by. immediate sales. In very 
few cases, Mr. Teters reports, did the 
women buy only the shoes which sell 
for $5.98. They also bought bags for 
$4.98 and scarfs for $1.98. All shoe 
styles are extreme in open toe and open 
heel models. 





BOOT AND SHOE RECORDER, April 24, 






1937 





————————=====_ 










BUSINESS OPPORTUNI 














———e 
located : ——— 
»| AN OPPORTU 

finishing ‘ORTUNITY 18 OPEN 
Gan” substantially in a *xecutive to fis. TRRacriee 
pa ucts an 
he busi- tosses. t 

ie 

th 

muna] Sc Own Your Own STORE / ce 


e 
oo sity; the 
yy’ secure, 
y' for a this oppo 
inv: 


uy 
h rigid 
changed. A 450 Ti 
ee 


ee 
TECTED CAN 1 


le 2-way | increase 

Se wiry | turnover: firr 
cellent Treputai 

LIGHT | 4d financia) 
son wh 


has 

bo sales| dollar for do} 
$10,000 | Teturn with 

wil; will dea 

can pro 





lca, whe 
1 6-2758, | Times. 


, INVES’ 
issist in phd. 44 
AS serv- new low-) 


roduct ; 
ment of thoroughly 
Oped, read 
ex- survey ec 
market as: 
i a Osition for 
: mes. 









ng and executive 

is in position to in: 

000. inderwriters” 
RTNER 

erate capitarto 5 

well-established 


ncern; 
from New "Yoru! 


Capital 


TO PURCH 
Ning interest in 
Rot exceeding $40 b 
Will be h 
pus Box By Set 

with enone ~ 
cially, prom carlton 
a firet’| letter: y 


om mill, Th 
———— YO! 
JorivE | 278 surplus tinge 
ranch ive m 
‘ul met- 5 all inquiries hel 
fignified 
fle own | SA x 
Se. | Rill invest $3,000-$5, 00; 
UC- concern with 4 
or a, to 434 Times, 
: + WARD, 
est ecu 
yu ave ground’ ae merchand handiee) 
Ane ons: active partici 
} NON- ‘TO INVEST » 
suitable | !8hed, profitable nn’ 
O-s10," Rowan, Ngee 
refer- SA FI 
Will Jot 
5-3485, Py Join fing F 


OPPORTUNITY 


| Open a retail shoe store selling quality 
women's shoes for $4, $5, $6. Sell shoes 
at that low price that were intended for 
the $8.50 to $16.50 price range. Sell can- 
cellations, jobs, and surplus stocks that 
come from the country's leading quality 
manufacturers and retailers.** 


Here is a business that is highly profitable, 
free from competition, and depression proof. 
It requires no expensive location or fancy fix- 
tures. Let us give you the benefit of our expe- 
rience in the servicing of these profitable 
stores. Let us give you the choice of enormous 
stocks—shoes that are new and in demand. 


You can write us in absolute confidence. 

. Give us full details of your experience, the 
town you would prefer to operate in, and the 
capital you have available. Address A. L. Baris, 


Personal. 


YOUR QUALIFICATIONS 


Energetic, knowledge of quality shoe retail- 
ing. Minimum capital required is $3,500. 


* * all branded and identified shoes are 
sold subject to the restrictions ap- 


plied by the original sources. 


BARIS SHOE CO., INC. 


79-81 READE STREET 
NEW YORK CITY 





for 












a 






+ reply | Welsh gt., « 
LL 


“process. | Stores, D 
es 






inves 
leather wen 






“HIGHEST GRADE ONLY" 
EAST WEYMOUTH, MASS., U.S.A. 
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Sandals 


HIKARI AAIAAAAAAIAAIA NH 


Shower Sandals 


@ No. 909 Women’s and No. 809 
Men’s, “*“*‘PERFECT ROCKER’’ 


WOODEN SOLE SANDALS for the 
shower. Comfortable and sanitary, 


ra A saya: against dreaded infection 
I on floors. 
Write today for prices—Dept. 8 


WOODEN SOLE SHOE COMPANY 


Columbus, Nebraska 
KEKE IKK 





Mishawaka Rubber Co. 
Boosts Wages 


MISHAWAKA, IND.—The Mishawaka 
Rubber and Woolen Manufacturing 
Company, here, has announced a wage 
increase benefiting 4400 workers. Thus 
far the company has had but little labor 
trouble. The amount of the increase, 
the second since Nov. 12, 1936, was not 
announced. The amount of the increase 
last November, however, was approxi- 
mately $300,000 annually. 


Rodgers With Brown Shoe Co. 


St. Louis, Mo.—Richard W. Rodgers, 
former manager of the Feltman & 
Curme Shoe Stores Company, Decatur, 
Ill., branch at 221 N. Water Street, re- 
cently accepted a position in the concen- 
tration division of the Brown Shoe 
Company, here, and is now occupied 
with his new duties. Mr. Rodgers has 
been with the local shoe store for the 


past two years. 
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What’s New 
Flexible Leather Is News 


For some weeks now the whole shoe 
industry has been buzzing with rumors 
that a brand new elastic leather for 
footwear was about to be offered on the 
market. Edward F. Roberts, promotion 
manager for “Lastex” shoe materials, 


EDWARD F. ROBERTS 


and probably the man most closely iden- 
tified with its trade interest, says: “It 
is quite true that a ‘Lastex’ shoe leather 
has made its appearance. By an elas- 
tic leather I do not mean anything like 
the pleated or crinkled gores which, of 
course, have been in use for years but 
actual leather with a smooth kid or 
suede face which will stretch easily and 


. always return to its original size with- 


out any wrinkling or distortion of the 
leather surface. The method of putting 
one-way stretch into leathers is the in- 
vention of Alfred Vamos, well-known 
shoe stylist, who has been working on it 
for along time and who has offered it to 
us because ‘Lastex’ yarns play a very 
important part in backing and binding. 
As it is an invention on which a patent 
application is pending, I cannot, of 
course, go into details on its construc- 
tion but it certainly seems as if it would 
have sensational developments.” 

“By that you mean,” it was sug- 
gested, “that it will be quickly adopted 
by the shoe industry?” 

Mr. Roberts laughed. “Quickly,” he 
replied, “is not a word which I feel 
inclined to use in connection with the 
shoe industry. I have found by experi- 
ence that it takes a long time for any 
new idea to be adopted by shoe manu- 
facturers. When we started to develop 
fabrics made with ‘Lastex’ for the shoe 
industry I was told by a veteran of the 
game that it took at least three years 
for shoe manufacturers to accept a new 
idea. ‘You have a good thing,’ said 
this gentleman, ‘but do rot be too op- 
timistie about a quick success’.” 
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ELAMS- 


PRE-WELTS 





With mothers thinking of new shoes 
for their youngsters, the alert retailer 
és getting his new stocks in selling 
shape. Orders for Elam's Pre-Welts 
are coming in at an increasing pace. 
For retailers everywhere know the 
Elam line to be thoroughly sellable, 
and gratifyingly profitable. Write or 
see us now for your summer shoe re- 
quirements. 


F.S. ELAM SHOE CO. 


176 No. WATER ST. ROCHESTER, N. Y. 
DISTRIBULE TORS 

NEW YORK: 439 Marbridge 

BOSTON: Lane Br 

NEW ORLEANS: B. Rosenberg & Son 

LOS ANGELES: Boston Shoe Co 


Bldg 








Mr. Roberts smiled ruefully: “I found 
that only too true,” he said, “and while 
conservatism is an excellent thing I 
think that like whiskey it is best in 
small doses. ‘Lastex’ is taking a very 
large share of the limelight today in 
the footwear world, but it took all of 
the three years before we could get it 
out of the wings, and possibly the same 
may be true with this new elastic 
leather. However,” he went on, “I am 
optimistic in spite of my friend’s warn- 
ing because I believe this new invention 
offers possibilities not only in increased 
fit and comfort but also in new ideas in 
shoe designing which even the most 
conservative shoe manufacturers will be 


quick to recognize.” 





Open Shoes 


Continue Popularity 


Chicago, Ill. — High-styled shoes in 
open toes and open heels will continue 
in popularity throughout the Summer, 
according to indications all Spring and 
Winter in southern sectors, G. M. 
Groves, head of Groves Shoe Company, 
states. From present indications the 
majority of them will be white with 
beige a possible close second. Tubular 
patent designs and lacings, much open 
work all over the shoe, big perforations, 
and lacings down the front appear most 


popular. 
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THE SHOE BUYING CENTER 
IN NEW YORK 


the crossroads of the trade . . . where 
the season's newest and most significant 
\ shoe styles are now on display. 
; snr the oe nae for YE 
shoe pres leading manufacturers 
- « « conveniently assembled under one 
} ofter you a splendid oppor 
before you buy. 
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Mtg. Company, 512 W. Florida St., Milwaukee, Wis, 
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Travelers to Hold 


Beefsteak Fest 


NEw YorkK—The members of the 
Boot and Shoe Travelers’ Association 
of New York have planned to hold an 
old-fashioned beefsteak dinner in the 
Grand Ballroom of the Hotel Roosevelt 
on Tuesday evening, May 4. 

The dinner, open to all shoe men 
who are in this city during the three- 
day showing of the Shoe Fashion Guild, 
will start promptly at 7.30 P.M. and 
will be strictly informal. An enter- 
tainment has been planned which will 
consist of a floor show of sixteen acts, 
taking up about an hour and a half of 
fun and frolic. Dell O’Dell, well-known 
Broadway figure, will act as mistress 
of ceremonies. 

Tickets to this affair which, from 
early indications, promises to be a 
huge success, are $6.00 a person, and 
these will include the well-known chef’s 
outfit to be seen at all such dinners, 
all the onion soup one would want, all 
the beefsteak one can eat and all the 
beverages one can drink. So promises 
Charles Havranck, popular secretary 
of the association, who has planned this 
affair. 





Completes Modernization 


JACKSON, MicH.—Extensive remode)- 
ing of the second floor shoe department 
of Glasgow’s here has been completed. 





Trade Literature 


O’Donnell Issues New Catalog 


HUMBOLDT, TENN.—The new Spring 
and Summer Catalog on Propr-Bilt 
Shoes, by The O’Donnell Shoe Com- 
pany, gives a comprehensive picture of 
this line of scientifically correct foot- 
wear for growing feet. The attractive 
cover, in rose, silver, and black, illus- 
trates in silhouette the active use to 
which children put Propr-Bilt Shoes. 
The complete line is shown in natural 
color, from babies’, infants’, children’s, 
misses’, and growing girls’ styles, on 
through nurses’ oxfords and boys’ ox- 
fords and high shoes. A page is de- 
voted to dealer helps, another page ex- 
plains the Propr-Bilt Shoe Institute of 
Footology, and the In-Stock Depart- 
ment, while a third page illustrates a 
simplified code for wire orders. Re- 
quests for a copy of this catalog will 
be forwarded to the manufacturer. 


———_ 


Brown Mails Latest Catalog 


St.Louis, Mo. — The Brown Shoe 
Company, here, have recently mailed 
to their dealers their new catalog of 
their Spring and Summer lines. The 
80-page book is attractively printed on 





coated stock with shoe in their natural 
colors. The catalog is spiral-bound and 
covered in a heavy-stock brown paper, 
the front cover of which is embossed 
with the Brown trade mark, their two 
featured lines and the signature of the 
company, making of the whole an at- 
tractive and well-planned catalog. 

Besides the illustrations of the shoes 
and their descriptive data, two pages 

at the back of the book are devoted to 
a listing of shoe findings and their 
prices. 





Milwaukee Business Better 


MILWAUKEE, WIs.—Shoppers pur- 
chased 7 per cent more merchandise 
in the 12 days preceding Easter Sun- 
day this year than during the same 
1936 period, according to figures com- 
piled by the Association of Commerce. 
The volume of trade for this period 
was estimated at $14,061,000 as against 
$18,100,000 for the same pre-Easter 
weeks in 1936. According to reports 
of the state industrial commission, 
employment increased 2 per cent and 
payrolls 7.2 per cent for January 15 
to February 15 of this year against 
the same 1936 period, while retail 
establishments employed 15.1 per cent 
more sales persons in February, 1937, 
than in February, 1936, and 61.2 per 
cent more than in the 1933 month. 
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@® NAHM.-O-PEDIC 
Children’s Welts 
Finest Quality 

Write fer Information 

NAHM iene SHOE 


Swanson & Ritner Sts., 
Philadelphia 

















Salt Lake Store Modernizes 


Sat LAKE City, UTaAH—Store front 
and display windows of the Hunter- 
Thompson, Inc., shoe store have been 
modernized and improved. Window 
display space has been substantially 
increased by bringing out one foot 
farther into the lobby space and nar- 
rowing the very wide entrance. It 
also creates the impression of a far 
more spacious store. Lighting has 
been substantially increased in both 
windows which are well lighted and 
free from glare. Former dark window 
backgrounds have given way to the 
new, light Travertine material which 
combines the features of being both 
artistic and easy to clean. Then, too, 
being so light in color it forms a more 
neutral background against which the 
shoes show: to greater advantage than 
formerly. Cut-outs are carried out in 
the same neutral tones. 

A special “porthole” circular cut-out 
or inset closed over the front with 
glass and about 18 to 20 inches in 
diameter appears to the direct right 
of the lobby entrance. Here “high 
fashion” shoes and hosiery will be 
featured to stop traffic. 

Front exterior is a pleasing Terra 
Cotta set off by a new stream-lined 
chromium sign bearing the store name. 

Red leatherette, walnut trimmed in- 
dividual chairs are taking the place 
of the dark walnut joined chairs. 

Interior lighting which is of an 
indirect type and runs around the 
ceiling just above the place where the 
walls join it will not be changed as 
its reflection value from the light walls 
is excellent. 

Carpeting having predominating 
colors of green, tan and rose will run 
the entire length and width of the 
store. 

“We will likely eliminate the walnut 
drawer hosiery compartments,” Jess 
Thompson, proprietor, stated, “and use 
a shelf arrangement as this would 
give us more room for hosiery as well 
as make it more accessible.” 
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Gardner Appointed 
Walter Booth General Manager 


MILWAUKEE, WIs.— Charles Ortgie- 
sen, president of the Walter Booth Shoe 
Company, here, announces the appoint- 
ment of Herbert Gardner as general 
manager of the company. In addition, 
Mr. Gardner will assume the duties of 
sales manager. 


HERBERT GARDNER 


Mr. Gardner is familiar to perhaps 
half of the shoe retailers of the country 
in his colorful career in the shoe busi- 
ness. During the past 30 years he has 
covered a territory which roughly ex- 
tends from New England to the Pacific 
Coast and north of a line drawn through 
St. Louis. Twenty-two years of this 
period were spent with Churchill & 
Alden of Brockton, Mass., manufactur- 
ers of Rawlston shoes. 

He was one.of the original figures 
in the organization of the Walter Booth 
Shoe Company over 10 years ago, and 
has always been financially interested 
in this concern. He was one of the 
group which, with Mr. Ortgiesen, pur- 
chased the interests of the late Walter 
J. Booth in this business. During the 
past several years Herbert Gardner has 
been selling Walter Booth and Crosby 
Square shoes in Wisconsin and Mich- 
igan, where he established an enviable 
record for serving a large number of 
the finest shoe stores in those two 
states. 

One of Mr. Gardner’s hobbies is golf- 
ing. In 1925 he was the Wisconsin State 
Amateur Champion, and just to prove 
that he has not lost the magic touch 
has held the Senior State Championship 
for the past two years. 


Strikes Slow Detroit Sales 


DETROIT, MicH. — Post-Easter busi- 
ness locally has been about 15 per cent 
lower than last season in local shoe 
marts. Buyers were notably absent 
Monday from the local wholesale show- 


as used by 
CALIFORNIA SHOES, Ltd. 
in an outstandingly popular pat- 
tern ... popular because RUFFIT 
combines the ideal qualities 
wanted in heavy sueded leathers 
with equally important economy. 


SLATTERY 
BROS. 


TANNING COMPANY 
210 SOUTH ST. TANNERIES 
BOSTON, MASS. SALEM, MASS. 








rooms and the aftermath of the auto- 
motive strikes, plus the early Easter 
date, were largely responsible. 

Many local dealers have ordered in 
advance because of anticipation of price 
increases, and their stocks have accord- 
ingly piled up, requiring slowing up of 
buying. Retail sales are expected to 
jump in the next few weeks, with more 
money in circulation locally because of 
the settlement of the major outstanding 
strikes. Shoe sales are expected to bene- 
fit after two or three pay checks are 
received. 


Sattler’s Reduce 
Working Hours 


BuFFALo, N. Y.—Sattler’s, Inc., one 
of the largest retailers of shoes in the 
city, has voluntarily reduced the work- 
ing hours for its employees from 48 to 
45 hours a week, it was announced by 
Aaron Rabor, general manager. A 
change in store hours also is made 
known. Hereafter the store will open 
at 9.380 instead of 9 o’clock in the morn- 
ing and will close at 5.30 p. m. daily 
except Thursdays and Saturdays when 
it will be open in the evening from 7 to 
9.80 o’clock. During the days that the 
store is open evenings, employee work- 
ing hours will be staggered. The store 
will close all day Wednesdays in July 
and August. Summer vacation plans 
will remain unchanged, Mr. Rabor an- 
nounced. 
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. . » To teach him to look inside 
the toe before he buys — and to in- 
sist upon a firm smoothness in the 
linings that will not break down dur- 


ing wear. 


. « « Celastic Box Toes turn the 
sales resistance of wrinkled toe lin- 
ings into the definite appeal of toe 
comfort by fusing those linings firmly 
— smoothly in place for the life of 


the shoe. 


. . « That's why more and more 


Celastic is going into men’s shoes. 








THE QUALITY 


BOX TOE 








UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 











Carry through the new color 
note for Spring—Beige back- 

round with an orern riate 
Bird design in shades of 
orange and green. 
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CARD HOLDERS 


Two styles available: Natural 
wood finish as illustrated above; 
or oval base-burnished gold— 
three color trim. These modern- 
istic holders take any size card, 
and harmonize ‘with the finest 
window display fixtures. 


Supplied with annual services... 
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Everyone Passing 
is a Possible Prospect 


SELL THEM 


DISPLAY CARD SAMPLES, HARMONIZING TICKETS 
and SELLING MESSAGES SENT ON REQUEST 


14 snappy and informative selling messages 
each month for men's, women's, children's shoes, 
women's hosiery. store service, fitting, quality, styles. 


Single cards, 60c each—without text, 35¢ each 
(PRICES FOR MONTHLY SERVICE SHOWN ON OPPOSITE PAGE) 


ATTRACTIVE HAND LETTERED PRICE TICKETS 


In popular denominations and blank. Samples of in-stock 
tickets available. 


WITHOUT STORE NAME: 6 dozen, $1.10—I2 dozen, $2.00 
WITH STORE NAME: 100 tickets, $3.00—200, $6.00 
CHECK WITH ORDER, PLEASE, UNLESS C.0.D. PREFERRED 


MERCHANDISING AIDS 





Polly Clips 
PouyCue .. 
Po Price Tickets 4 — Sg ana 





for shoe cartons. Cyclone clips PemoenER 


n eke i included: eccnccee 
SHOE HOLDER 





Natural View Shoe Holder 


To display shoes as the wearer 
will actually see them on his 
feet: 

















sesseaesé 

















BOOT AND SHOE RECORDER, April 24, 1937 Page 83 


FEATURE POINTERS 


precisely point out in-built values. These 
ARROWS are obtainable in two combina- 
tions: corn with green border, or buff with 
green border. Choice of forty selling phrases, 


































EXCHANGE OF CARDS: Annual card service subscribers may exchange any 
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their merchandising program. rs 
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supplied free. \ £ 
re | 0 
IMPRINTED PRICE TICKETS with prices as wanted, to assure well blended £ 
trim, are 35¢ per fifty, additional. ro . 
O pesteiesscssasz 
] emnvice | montHty | carps | Hotvens | {BEANK, Sof SeEseios* se 
BS%S- 8 Se 2eRE os 
Ne. | $5.00 12 6 100 a ggeeeas*sescsets 
©E>3 eSofSsses 
mM oO S8 ESssa ess 
Ne. 2 4.00 8 4 100 2eesisestsss 8 
$38 ep SssaP 
Ne. 3 3.00 6 2 60 Gs Peete sigs es eEe 
O::48.. a.aee8""s 
Ne. 4 22 ‘ 2 60 O 5: :85sefese583 
fs Woe SSEESESSEASS 
































MERCHANTS SERVICE DEPARTMENT 


FOR ITSELF + IN 
INCREASED BUSINESS 


BOOT E SHOE 
SMa (onpo Nowo/ COO 


209 S:°STATE ST CHICAGO-:ILL 



































: i> Guess. eitn orger. please. usiess C.0.0. preterres 
: @: + © - e a 8 - 
O Seitc tes : £82 
H gt -~ 932 :5SreE 
: SSe@.w.>xEe-> 85 
‘ a oe oe oe ee Fe 
: Ay $$ ae a Cee es 
: psetawis “vse , 
; o es"? ste éeSs 4 
: SaesSeo tS SesSise 
m™ $225: : 58a s 
: ce ean (RP SEB ize 
H j @ > eae gos ° Ss 
ry ©: ° (3) @s . 3 
‘ #- a . °u {gg @ 
O i,253::3 .3:f 
“Hs White “R”: Pale yel a ’ Se sSse@ : is: : 
beard. Design P “U": White board. Pee =6White ; en. 3 eet. : 
trike tise Mig intas, Deion ‘inven gree bowed, Deen | S$siisie Fe8 
and gold. dium blue. and ‘barat cvange. blue and rose. : U aess£i2:5 :306F 
f 
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Size: 1/9” x 234”—Prices on opposite page. 
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Clessifsed and) Want Aff 





SALESMAN WANTED 


FOR RENT 


MERCHANTS’ NEEDS 








The Best Side Line in the Country 


SANDALS & SLIPPERS 


Established trade in Illinois. Also Iowa, Wis- 
consin, Nebraska, Northern Mississippi, Ar- 
kansas, and Oklahoma. 


THE GEO. N. COHEN CO. 
81 Reade St. New York City 








SHOE DEPARTMENTS Available for rental 
in three units of major popular price ready- 
to-wear chain. Give full details in first letter. 
Address F-327, care Boot & Shoe Recorder, 
239 West 39th Street, New York, N. Y. 





BUSINESS OPPORTUNITY 





GOOD & BAD 


Used Upholstered 
THEATRE CHAIRS 


While They Last 


JOE CIFRE, INC. 
44 WINCHESTER ST., BOSTON 














WELL known ney ly line with good fol- 

lowing has opening thern Illinois, In- 

diana and Kentucky either independently or as 

side i. Stocked in Chicago. Address F-318, 

ore Boot & Shoe Reccrder, 209 South State 
» Chicago, Ill. 





SALESMAN for prewelts, stitchdowns, Misses’ 
McKays, welts, stouts, work shoes. Poloner 


es Co., 110 West Broadway, New York, 
me Oe 





SIDE line salesmen wanted by manufacturer 
of Men’s Spats, liberal commission—easily 
and quickly presented. Address F-310, care 
Boot & Shoe Recorder, 209 South State St., 
Chicago, Ii. 














YOU CAN HAVE A BUSINESS PRO- 
FESSION OF YOUR OWN and earn big 
income in service fees. A new system of 
foot correction; readily learned by any 
one at home in a few weeks. Easy terms 
for training; openings everywhere with 
all the trade you can attend to. No capi- 
tal required or goods to buy; no agency 
or soliciting. Established 1894. Address 
Stephenson Laboratory, 21 Back Bay, 
Boston, Mass. 











MERCHANTS’ NEEDS 





LINE WANTED 


ALIFORNIA Salesman wants strong line 

women’s or men’s shoes. Have covered ter- 
ritory twenty years. Well acquainted with 
trade. Have lines at present but desire change. 
Address Apt. 4—2270 North Point St., San 
Francisco, Calif. 








WANTED line of Women’s McKays or Welts 

or Misses’ and Girls’ Welts or McKays. 
Experienced selling make up or in stock lines 
to large and small retailers also chains and 
jobbers. Territory Maryland, Delaware, Dis- 
trict of Columbia, Virginia and Eastern Penn- 
sylvania. Sold shoes for one factory for past 
17 years. Can furnish best of references. Ad- 
dress LOUIS a 1644 CHILTON ST., 
BALTIMORE, 





POSITION WANTED 


LIVE wire shoeman, age 31, capable manager 

and window trimmer. 14 years’ experience 
in retail — Pn eahey bear —e F-326, 
care Boot an der, 209 S. State 
Street, Gin” 








IFTH Avenue Man Familar Men’s Better 

Shoes Would Assist Buyer or Buy. Will 
leave New York. Address Box F-328, care 
Boot & Shoe Recorder, 239 West 39th Street, 
New York. 





WINDOW News 
Yu AA7z 
Oe. ConAANDS of Fash 





Composition life size hands, ten 

inches high, porcelain white fin- 

ish—Display hosiery on_ the 
shoe over it— 

a unique and timely item—Guar- 

anteed to please. 


ORDER NOW 
SEGALL & SONS 


923 ARCH ST. 
PHILADELPHIA, PA. 











WANTED TO PURCHASE 








SHOE STOCKS BOUGHT 
Complete or Part 
Wholesale or Retail 


BARIS SHOE COMPANY, Inc. 
79-81 READE STREET, NEW YORK, N. Y. 
Telephone WORTH 2-5180, 5181 








WE BUY 
“wo Wholesale and Retail 
— Shoes such 
ity, Arch Preserver, Queen lity, 
tonians, Stetson, Cross, Nunn Bush, Etc. 
IRVIN BUBIN 
“The House of Jobs” 


89 Reade St., Cor. Church 
Phone Barclay 7-7887 New York City 








Buyers of Surplus Stocks 
We will buy surplus or entire stocks of shoes 
from manufacturers, or retailers. 
QUANTITY NO OBJECT 
KIRSCH-BLACHER CO., Inc. 
106 Duane St. New York 
Phone WOrth 2-5377 and 5378 

















Adds New Line 


Detroit, MicH.—Louis Kramer and 
Sons, 673 Franklin Street, Detroit, have 
recently taken on a new line of shoes 
made by the Wolverine Shoe Co., of 
Rockford, Mich. This firm handles 
men’s shoes exclusively. Walter Kra- 
mer, proprietor, said: “Our business 
has increased at least 10 per cent over 
a year ago,’ and we have doubled the 
amount of stock that we carry.” 





address should be counted 
Classified advertising is payable in 





CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. 
75 cents. For all other classified advertisements word. Minimum 
en Oe ee ee ee In all other cases each word of the 


the rate is 7 


The rate for all display classified advertisements is $5.00 an inch with a maximum of 45 words. 
G&S Advertisements for this page must be in our New York office on Friday of the week preceding publication. “9 


cents per 


charge, $1.25. 
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Simple, direct and flexible is this 
method of financing by which 
you can obtain cash immedi- 
ately as, goods are shipped. 


COMMERCIAL FACTORS CORPORATION 
SEVENTY-SEVEN FRANELIN STREET. BOSTON 
TWO PARK AVENUE, NEW YORE 


COMMERCIAL 
FACTORING 














SHOE STORES 


CANNOT AFFORD TO BE WITHOUT 
ONE OR THE OTHER OF THESE 


SHOE STRETCHERS 


THEY STRETCH— 
THEY LENGTHEN— 
THEY EASE VAMPS— 
THEY LAST A LIFETIME 











Made in U. S. A. 
MAJOR vies reales 


9 two shoes at a time—even i 
differeat size and ‘tineutt renders ‘oll “Guty. 
The price ome including three Bint of Right 
and left Lasts. imp Easers and ion gaa is 
$30.00 F.0.B. 


Philadephia Weighs 60 







a 


Made in U. 8. A. 


PARAGON STRETCHER 
COMPLETE WITH 8 LASTS 
VAMP EASER AND BUNION IRONS 
$15.00 F.0.B, PHILADELPHIA 


Order through your Findings Dealer or write to us 


Laing, Harrar and Chamberlin 
43 N. 3rd St. Philadelphia 

















Tarpey Named Minor Manager 


DayTon, OHIO—M. F. Tarpey for- 
merly of Lazarus’ and more recently 
with Minor’s in Columbus, has been 
placed in charge of the Dayton store 
of Minor’s in the Loew’s Theater Build- 
ing. Mr. Tarpey‘succeeds W. C. Coffield. 


Fair Trade Policy 


Well Received 


Passiac, N. J.—Shu-Milk Products 
Corp. have just completed mailing of 
Fair Trade Contracts to the retail trade 
of New Jersey. 

This company, through Walter Jan- 
vier, Inc., national distributors of 
Shu-Milk, have been pioneers in Fair 
Trade operations, being one of the first 
handful of manufacturers to partici- 
pate under California Fair Trade law. 
New Jersey becomes the fifteenth State 
in which Shu-Milk profits to retailers 
are assured. Other States in which 
Shu-Milk contracts are effective are 
California, Oregon, Washington, Iowa, 
Arizona, Illinois, Ohio, Wisconsin, 
Rhode Island, New York, Virginia, 
Maryland, Louisiana and Pennsylvania, 
with action pending in all other Fair 
Trade States. 

Minimum resale prices allow attrac- 
tive profits to retailers and fair value 
to the consumer. Retailers are backed 
by national advertising in selected 
national magazines, weekly supple- 
ments and daily newspapers. The man- 
ufacturers report enthusiastic trade 
acceptance of the profit stabilization 
policy. 


T. P. Hunter Promoted 


Lona BeacH, CALIF.—C. Merwin 
Dobyns, head of Dobyns’ Footwear and 
radio station KGER, announces the ap- 
pointment of T. P. Hunter as business 
manager of the local studio. Mr. Hunter 
will still hold his position of manager 
of the Dobyns shoe store as heretofore, 
and will attend to all buying and man- 
agement duties that he has assumed 
since his connection with the organiza- 
tion. 

This radio station KGER is the only 
one in the country operated by a retail 
shoe man and having headquarters in 
the building which houses the shoe 
store. Recently a new high-fidelity 
equipment was installed so that this is 
one of the important stations on the 
coast. A Los Angeles studio has been 
opened at the Hotel Clark in order to 
accommodate talent and guests appear- 
ing on the programs. 





Service Your Customers’ 
Fitting Needs 


DUNDE 
Shoe Re-Shaping Device 







Feet having individual 
requirements, some ad- 
justments are necessary 
to provide proper fitting. If You 
don’t make them the customer is dis- 
satisfied. Dunde Shoe Re-Shaping 
Devices help you to service your shoe 
es. They are your easily operat- 
ed, economical, merchandising instru- 
ments. With them you will create 
customer confidence in your store. 


Special descriptive catalog and prices 
on request. Write for your copy now. 


DUNDE 


SHOE RE-SHAPING DEVICES, INC. 
Republic Bidg., 209 8. State &t., Ohicage, IU. 








Gable Shoe Increases Wages 


RAYMOND, N. H.—The Gable Shoe 
Co. of this town has put into effect a 
wage adjustment for 150 employees 
which will boost labor costs more than 
10 per cent, according to Philip Kowal- 
ski, head of the concern. 

In the form of a balancing-up proc- 
ess, the plan is similar to one adopted 
by Bourque Bros., another local shoe 
concern, recently. 

A rush of orders was reported at the 
plant, with indications of the run con- 
tinuing through the Summer, if, as Mr. 
Kowalski explained, the concern can 
meet competition under the new scale. 
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Gold Anniversary Brings 
Crowning Sale 

Topeka, KAN.—What A. R. Springer, 
manager with W. B. Henderson of the 
Payne Shoe Store, here, describes as 
“far and away the best birthday sale 
we ever had,” is the annual observance 
of the anniversary of the store, founded 
in the same block on Kansas Avenue 
in 1887. 

Sales are up fully 30 per cent, Mr. 
Springer says, over any previous birth- 
day sale. This is due to an increase in 
customers, he finds, with sales tickets 
running even with former events, and 
price concessions are no deeper. There 
are no sidelines. 

The success of this year’s golden an- 
niversary, the fiftieth, is also due, Mr. 
Springer agrees, to the cumulative 
work for years past in building sound- 
ly, with good merchandise not predomi- 
nantly carrying a price appeal. Active 
accounts in shoes are maintained by 
men and women in more than 300 Kan- 
sas towns. Three years ago, one high- 
type line carried by Payne’s, made a 
survey, and the manufacturers found 
that Payne’s stood first among all stores 
in the United States in the sale of this 
line, per thousand of people in their 
trade area. 

A big wooden birthday cake, frosted 
with real sugar icing, has been a fea- 
ture of every annual celebration. It 
stands in the arcade, three tiers tall, 
and is studded with birthday candles. 
So popular was the pink and white 
sugar icing with newsboys, in former 
years, that Mr. Springer had the local 
baker include a bitter flavor to keep its 
admirers from nibbling and spoiling the 
festive appearance. 

All up and down Kansas Avenue, 
competing and neighborhood stores sent 
baskets of flowers in recognition of the 
celebration. 


Open Oxfords Big in South 


MIAMI BEACH, FLA.—The shoe that 
has been a winner at Frank Brothers in 
their Lincoln Road shop this past sea- 
son, has been a lace-up front oxford 
with open-shank and open-toe. The 
shoe is offered in a wide range of colors 
and combinations, in linen, gabardine 
and suede. The blue and white com- 
binations have been the best sellers. 
This is another shop that reports a 
falling in volume in the all-white shoe 
during the past season. There is a 
greater demand for color than ever be- 
fore. One of the most pleasing shoes 
is a blue patent with white front lacing, 
of sandal type. 

Linens have been excellent, and so 
have gabardines. Suede is also one of 
the wanted leathers of the year. 

There continues to be a demand for 
matching bags particularly in the two- 
tone shoes. 

The price volume this season has been 
in the $14.75 and $16.75 lines. While 
business has been very good there has 
been a slight noticeable demand for 
lower-priced merchandise. 


al 
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A Buying Gu 


BOOTS AND SHOES 


BARIS SHOE CO., New York City.. Hh: Supa By . 77 
BRAUER BROS. SHOE CO., St. Louis, “Mo. 


CAMBRIDGE RUBBER CO., Cambridge, Mass.. 38, 39 
CLAPP, EDWIN, & SONS, INC., E. Weymouth, ‘Mass... fC ae 
CONNELL, J. M., SHOE CO., S. Braintree, Mass... 76 
ELAM, F. S.. SHOE CO., Rochester, N. Y....... . 78 
ENDICOTT-JOHNSON CORP., Endicott, N. Y..... .6, 7 
FRIEDMAN-SHELBY SHOE CO., St. Louis, Mo..........-00000 000. eee ee 12 


GOODRICH, B. F.,. COMPANY, Watertown, Mass... 


Front Cover 
GREEN, DANIEL, CO., Dolgeville, N. Y.............. 40 


MILLER, I., & SONS, Long Island City, N. Y..................... 68, 69 
MISHAWAKA RUBBER & WOOLEN MFG. CO., eo ind.. : 10, 62 
MRS. DAY'S IDEAL BABY SHOE CO., Danvers, Mass.. 76 
MUSEBECK SHOE COMPANY, Danville, RE ais edi é on al 
NAHM BROS. SHOE MFG. CO., ye gale Pa... 80 
O'DONNELL SHOE CO., Humboldt, Tenn.. jn 62 
PIED PIPER SHOE CO., Wausau, WUURIS TSS civ dsvees.. : ies 64 
REECE WOODEN SOLE SHOE CO., Columbus, Neb.. 78 
ROHN SHOE MFG. CO., Nillweukeo, see 79 
SAKS, M. J., SHOE CORP., New York City..... : 73 
SCHWARTZ & HERDER, INC., Philadelphia, Pa... ; ee 
SWAN SHOE COMPANY, Baltimore, Md......... lent patie Baie ies 

CASAL SS RGia Se tC = DARI ART 65 


TUPPER, INC., New York Ci 
WINTHROP SHOE COMPANY, St. Louis, Mo...... 


WOLF-TOBER SHOE MFG. CO., St. Louis, Mo... 0.022266 ccc eee 50 
LEATHER AND OTHER MATERIALS 
CEDAR CLIFF SILK CO., New York City.. Le OA SOME > | 
COLONIAL TANNING Co., Boston, Mass....... BS SS 4 
EAGLE-OTTAWA LEATHER CO., Whitehall and Grand Haven, Mid. "3rd ‘Cover 
ENGLAND WALTON CO., Boston, Mase... 6.5663, 72 
EVANS, JOHN R., & CO., Camden, N. J.. e paras 8, 9 
GITTERMAN & CO., ew York City:... Soviet Site 56 
GOODRICH, B. F.. COMPANY, Akron, O... Back Cover 
LEVOR, G., & CO., INC., New York City.............. i ak eet 2, 3 
NORTHWESTERN LEATHER CO. TRUST, Boston, Mass.. . 63 
OHIO LEATHER CO., Girard, O............... x .. 49 
PANTHER-PANCO CO.. Chelsea; Mass... 2.0.5.2 0.055055. ce 
RUEPING, FRED, LEATHER CO., Fond Du Lac, Wis...... 2nd Cover 
SETON LEATHER CO., Newark, N. J......... ie ae 
SLATTERY BROS., Boston, Mass.............. ei ey eo a ee . 80 
SURPASS LEATHER CO., Philadelphia, Pa... . 70 
YOUNG, RICHARD, CO., New York City.................. ies ‘5 ie 
MACHINERY, LASTS, MFRS.’ SUPPLIES, DRESSINGS, ETC. 
BUNNY PRODUCTS CO., INC., Port Huron, Mich...... 48 
COMPO SHOE MACHINERY CORP., Boston. Mass.. t 
EVERETT & BARRON COMPANY, Providence, R. |.. 58 
PEPPERELL MFG. CO., Boston, Mass.. : 52 
STERLING LAST CO., New York City. . . 41 
UNITED LAST CO., Boston, Mass................... .46, 47 
UNITED SHOE MACHINERY CORP., Boston. Mass.... .. 60, 8! 
UNITED STATES RUBBER PRODUCTS, INC., New York City .... 75 
STORE EQUIPMENT AND ACCESSORIES 
DUNDE SHOE RESHAPING DEVICES, INC., coe, it Hl... . 85 
LAING, HARRAR & CHAMBERLIN, Philadelphia Pa.. 85 
SCHOLL MFG. CO., INC., 5 ha H.. _ 33 
SEGALL & SONS, Philadelphia, Pa.. 84 
SHOE FORM CO., Auburn, N. Y..... . 66 
WIZARD COMPANY, St. Louis, Mo....... PF felon ad PewPheens . 8 
MISCELLANEOUS 
BARIS SHOE COMPANY, New York City........... 84 
COMMERCIAL FACTORS CORP., New York City. . 85 
IRVIN RUBIN, New York City.................... 84 
KIRSCH-BLACHER co., ING. New York OMe: 84 
MARBRIDGE BUILDING, New York City. . Peau Rite 79 
STEPHENSON LABORATORY, Boston, il Fie in. 84 
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We’re all thinking in terms of Whites for Summer. 
Kali-sten-iks Style No. 3486 represents everything that your customer will 
expect. It will complete her smart and serviceable summer wardrobe. It 
has Style—a soft, lightweight, pure white reverse calf, unlined and punched 
to produce cool comfort. It is distinctly Kali-sten-iks in its construction 
because it has all the outstanding features that make Kali-sten-iks a capital 
asset for your store. Feel free to write us for more information. 


ge waren, 4, we va “, t. | 
while revere calf 








IN STOCK 


.. White Reverse Calf 
- Unlined Punched Oxford 
3% to 9, AAA to C. 
Also in stock in White Elk No. 
3483, In Childs, Misses & Senior 


Misses. 
KEEP GOOD FEET HEALTHY 


The Gilbert Shoe Co. Thiensville, Wisconsin 


NEW YORK: 54] MARBRIDCE BLDC.LOS ANGELES: HAYWARD HOTEL 


89th Company (Ine.), Pub: 1 

oiices, a. os con Saturday F tion office, Chestnut and 56th Sts., Philadelphia, Pa. Editoria 

289 West oth Bt. New York, N. Y. as second 5 ha pa A 2, 1982 at the Post Office in Philadelphia under Act of March 3, 1879. 
Subscription 0 year. Printed in U. 8. A. 
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NIAL 


TANNING COMPANY 


> MASS 


Fashion Sketches by ALFRED VAMOS 











BOOT AND SHOE RECORDER, Mey 


ye are very hard on shoes. They 
climb trees, skip rope, and effortlessly 


manage to get their feet wet at every opportu- 
nity. Because of all this hard wear, children’s 
shoes need Spaulding Counters. The same snug 
fit and shape retaining qualities that Spaulding 
Counters give to adults’ shoes are indispensable 
in shoes for children. The strong, resilient qual- 
ities of long-fibre hemp and flax construction 


guide the small feet to correct posture. The 


snug fit possible with counters made in 
rights and lefts on the same lasts as the sho, 
will help prevent turned ankles and at tlie 
same time provide neater looking shoes with 
trim quarters and straight backseams. Use 
ters in every 


Spaulding Coun- 


shoe you make for every walkof life. 


FAULDING 


Counters 


“Made in North Rochester, N. H. 


NO OTHER PART OF THE SHOE MEANS SO MUCH .. . AND COSTS SO LITTLE 





{ 
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IN STOCK 


7352—W hite Buckite Bal, 
plain toe, oak sole, 9/8 rub- 
ber heel, Goodyear Welt. 
Sizes 6/11, Widths C, D. 
$1.95 


7350—W hite Buckite Bal, 
cord vamp,-oak sole, 9/8 
rubber heel, Goodyear Welt. 
Sizes 6/11, Widths C, D. 
1.95 


7360—W hite Buckite Bal, 
oak sole, Rubber heel, Good- 
year Welt. Sizes 6/II, 
WR a kins cae 1.95 


7364—W hite Buckite Bal, 
ventilated, oak sole, rubber 
heel, Goodyear Welt. Sizes 
6/11, Widths C, D ....1.95 


9060—White Buck Bal, oak 
sole, rubber heel, Goodyear 





% 


Welt. Sizes 6/11, Widths B, = 


Sa Mek N Gea nd $2.10 


9056—White Buck Bal, oak 
sole, 9/8 leather heel, Good- 
year Welt. Sizes 6/11, 
Widths B,C, D....... 2.10 


9055—White Buck Bal, cord 
vamp, oak sole, 9/8 leather 
heel, Goodyear Welt. Sizes 
6/11, Widths B, C, D.. .2.10 


9053—White Buck Bal, oak 


sole, rubber heel, Goodyear 
Welt. Sizes 6/12, 7.Wide. 
2.10 


ENDICOTT - JOHNSON 
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A Pair of Endicott Johnson White Shoes 






For Every Occasion 











Warm Summer days—cloudless skies—cool and com- 
fortable clothing—require white shoes as a final 
complement to man’s summer attire. 








Again White Shoes will be the favorites for all business 
and vacation wear in every section of the country—and 
Endicott Johnson's newest styles will be the choice of 
every man who sees them. ; 













Endicott Johnson customers are given an outstanding 
opportunity to build an extra business with this line of 
popular priced White Shoes. For without a doubt, this 
line of men’s White Shoes will be a definite Summer 
business bringer ! 













Our In-Stock Department—with over five million pairs 
- of shoes at your service—is ready for you now. Write us 
today! Get your men’s White Shoe line ready to bring , 
you the kind of Summer profits you want this year! Gq 










9053 


THERES AN 
ENDICOTT -JOHNSON 


}) ff 
roclucl 
FOR 


1OE STORE 
AMERICA 


ENDICOTT. NY s2aguiae 






names: 















4-Spot Comfort 





\ C ~ 

















Telael Miele aemaseitia ta) 


B-—New Rolled Insole su 


heel withour sacrificing any 





| 
A-Heel Cushion of live rubber... ab- 
Ot fatigue | 
| 


lehecel aS mu letel ad 


side ot the foot, helps t nce the body, 
Rises Contidence, grace and poise 

C— Metatarsal Cushion of live rubber 
supports metatarsal arch makes the 
step light, buoyant 

D- Snug Heelast . 1s shorter from 
ball to heel and insures glove-like fit at 





PeWoal=d o lot: mmol Ub it bale tb ale Mm Ze} oats) oS magazines carry the 


Good H 


Magazine 


‘ogue . 


ousekeeping .. 


aed ant:) oe s Cod aatsem Ores oat ol:bablode 


In three seasons, fifty million ad- 
vertisements already have told 
women the story of Foot Rest’s 
astounding value in style, beauty, 
and Four-Spot Comfort. In three 
fall buying months, the finest 
women’s magazines in America 
will carry our largest campaign 
Come datohett bale CM bave Mus datonett-baletMmmop 
women right in your community 

. to speed up turnover and 
insure better IN YOUR 
STORE. You can make big money 


on this widely advertised shoe 


profit 


of superior quality and outstand- 
ing style. Before you buy fall 
shoes—see FOOT RESTS. 


~“| WOMANS HOME: 


al) 


aerate anannntetor snaneraslaces tee 


Harper's Bazaar Ladies 


e' — » - 
rae C00 se @ FOr. 0a! 


Y 
{ 


 ] 


oho boarey| 
<? 


iWUT 


~ $ 


UM Me 2 


BIGGEST ADVERTISING CAMPAIGN 


amazing Foot Rest Story 
Home 


: : 
Tohbboat:) ame) 











MARCHES O 


FALL INTO STEP 
FOR FALL PROFITS 


Look for your Krippendorf salesman, bringing you the 
finest line of shoes he has ever had . . . extraordinary 
quality, surpassing style and beauty, and the famous 
Jokes ats) oes Ma Oxo} ont Cod 6 features. Buy Foot Rests —by far the 
finest shoes in their price class... the crowning achieve- 
ment of Krippendorf’s 67 successful years of quality 
shoe making. Foot Rests are an advertised line to go 
along with... better than average profit, national accept- 
ance that means rapid turnover, complete line of 
Goodyear welts and light soles, in-stock shoes when 
you want them. Get complete information about the 


money-making Foot Rest franchise. Buy Foot Rests! 


Foot Rest is a complete line... Good- 
year welts and light soles. There's 


a Foot Rest Shoe for Every Woman. 


Sat 

























EVERY 
—_ REST / stores. 
en = IS A SEWED 

SHOE 


f 











THE KRIPPENDORF-DITTMANN CO. 
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GENUINE KANGAROO 





TANNED IN AMERICA 


You couldn’t duplicate this picture snapped by a hunter 
in the native Australian “bush,” using any animal but the 
Kangaroo itself. And you can’t duplicate the performance 
of genuine Kangaroo leather with any leather but genuine 
aroo. Not even if you were to call the substitute’ 
“kangaroo sides,” “kangaroo calf,” or “kangaroo horse.” 
For genuine Kangaroo alone has the collagen fibres that 
make up the “leather” part of its skin so tightly inter- 
laced, instead of lying in layers, that they give the max- 
imum performance of strength and character. Of such 
real importance is this interlacing character of the fibres, 
that genuine Kangaroo is 17% stronger, weight for 
weight, than any other leather. And with that strength, 
Kangaroo is as soft and as pliable as fine kid. It has a 
fine even grain that will take a high, lustrous polish. It 
makes good-looking shoes, shoes that will wear, and shoes 
that bring real comfort and foot happiness to active men. 
That is why Kangaroo has been such a success, such a 
profitable item for shoe retailers in both athletic (the 
heavier grades of kangaroo) and men’s fine dress shoes 
(the lighter grades of Kangaroo). That is why it will pay 
you to sell your customers shoes of genuine Kangaroo. 


SURPASS LEATHER CO. musa 
RICHARD YOUNG CO. uw vor 
ZIEGEL EISMAN CO. ws 


. 
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wo BIGGEST CARILLONS 
IN THE WORLD 
Are Practically the Same Size 


Riverside Church 
New York City 
72 BELLS 
LARGEST BELL 
20 TONS 











University Chapel 
Chicago, Ill. 
72 BELLS 

LARGEST BELL 
18 TONS 








..- but the second biggest magazine 1s only half as big as the 


WORLD’S BIGGEST MAGAZINE 


Fz WORLD’s two biggest carillons are so nearly 
identical in size that the weights of the largest 
bells are used to establish the slight difference between 
them. But when it comes to magazines no such fine 
distinctions are necessary. For the world’s biggest 
magazine—The American Weekly —is twice as big as 
its nearest competitor. And that means twice as many 
millions of circulation! 

Each week The American Weekly reaches nearly 
6,000,000 families, comprising approximately 
24,000,000 people—by far the greatest mass coverage 
of any publication in the world. Moreover, 87% of 
this vast circulation is concentrated in the 624 coun- 
ties where 68% of the nation’s families live and where 

80% of all retail sales are 
made. In these counties 
are located all cities: of 
10,000 or more popula- 
tion, in most of which The 
American Weekly is read 
regularly in from 1 out of 5 
to 1 out of every 2 homes. 


THE 


Greatest 
Circulation 
in the World 





NEAREST 
COMPETITOR 
CIRCULATION 


NEARLY 
6,000,000 
CIRCULATION 


When a manufacturer advertises in The American 
Weekly he gives you the benefit of the most powerful 
sales-producing force at his command—a force that 
reaches the greatest number of buying families in the 
greatest number of places. It will: pay you to stock 
and feature products that have this support. 


What The American Weekly is 


The American Weekly is the largest magazine in 
the world. It is distributed through the 17 great 
Hearst Sunday newspapers. In 627 of America’s 995 
towns and cities of 10,000 population and over, The 
American Weekly concentrates 67% of its circulation. 

In each of 174 cities, it reaches better than 
one out of every two families 

In 144 more cities, 40 to 50% of the families 

In an additional 134 cities, 30 to 40% 

In another 175 cities, 20 to 30% 


... and, in addition, more than 2,000,000 families in 
thousands of other communities, large and small, 
regularly buy and read The American Weekly. 


ERICAN 
EEKLY 


“The National Magazine with Local Influence’’ 
Main Office: 959 Eighth Avenue, New York City 
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REGISTER Now FOR 
SCHOLL TRAINING SCHOOL | 


Enrollment for Each Class of Traveling School 
to be Strictly Limited . . . No Tuition Fee 


This year, as during the past twenty years, Dr. Wm. M. Scholl is again 
bringing to ambitious shoe men and women his scientific training in cor- 
rect shoe fitting. These Training Schools will conduct classes in twenty- 
two leading cities from Coast to Coast. 


In the past, due to the great demand for this training, many of the 
classes were over-crowded. This year enrollment will be limited to insure 
more personal contact and more beneficial results. 


The training offered by the Scholl Training School of Master Shoe Fit- 
ting is practical and can be put into immediate practice upon the student’s 
return to the fitting stool. There are no trite text books or lessons to study— 
not a dull or monotonous moment during the five days the school is in session. 


Classes are in session for five days, beginning Mondays at 9 a.m. and 


ending Fridays at 5 p.m. To avoid disappointments and regrets, your early. 


enrollment is imperative. There is no charge or obligation. 


Sessions of the School Will Be Held as Follows 


Cilcago, M........... 0c eeeee May 3rd-May 7th Parga Bi... 2. cece cece cce July 19th-July 23rd 


St. Louis, Mo... ............ May 10th-May 14th Minneapolis, Minn............ July 26th-July 30th 
Memphis, Tenn.............. May 17th-May 21st Des Moines, lowa............ Aug. 2nd-Aug. 6th 
Dollas, Texos.............. May 24th-May 28th Chicago, Wl... 0.6.6... cee Aug. 9th-Aug. 13th 
Oldachoma City, Okla......... May 30th-June 4th Indianapolis, Ind............ Aug. 16th-Aug. 20th 
Kansas City, Mo.............. June 7th-June lth Cincinnati, Ohio........... Aug. 23rd-Aug. 27th 
Denver, Colo................ June 14th-June 18th Cleveland, Ohio............ Aug. 30th-Sept. 3rd 
Solt Lake a 5k sacs oleh or — _ Detroit, Mich................ Sept. 7th-Sept. 11th 
Los Angeles, Col............. ne : 

Sen Maiiens He cs "July 6th-July 10th (Dates on these classes will be announced later.) 
Seattle, Wash... ... 5... -.c0es July 12th-July 16th Pittsburgh, Pa., Beston, Mass., Augusta, Ga. 


163 of Them ... From 125 Different Cities in 27 States—Representing 130 Firms . . . 





1937 


ADDRESS: THE REGISTRAR, SCHOLL TRAINING SCHOOL OF MASTER 





81 Store 
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1937 SESSIONS OF 
OF MASTER SHOE FITTING 


The Value of Educational Training in the Shoe Business 


Emphasized for Years by Noted Foot Authority 


Foot Conditions Must Be Mastered 
in Order to Fit Shoes Correctly 


This is the day of specialization in practically every line of business, 
particularly so in the shoe business. 


During the past decade radical changes in the design and style of 
footwear have been brought about and a discriminating foot conscious 
public is demanding a more exacting service than ever before. 


When one stops to consider the intricate, delicate structure of a human 
foot, the abuses to which it is subjected and the multitude of abnormal 
changes which it undergoes, then the need of a knowledge of foot anat- 
omy, the causes of foot troubles and the proper means of relieving them 


is quite obvious. 


Long before the shoe trade or the public fully realized the importance 
of such training Dr. Scholl began his pioneer educational work. More 
than a hundred thousand dealers and salespeople in all parts of the 
world have availed themselves of his teachings. Many of the most 
successful shoe merchants of today give Dr. Scholl full credit for the 
valuable assistance he has given them in attaining this success. 





Page |! 


SHOE FITTING, THE SCHOLL MFG. CO., Inc., 213 W. SCHILLER ST., CHICAGO 





. Photographed in Front of the Hotel Stevens, Michigan Avenue, Chicago, During the August 1936 Class 
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THE GARFIELD, S-726; a Flarewedge model in two tones of gray sport calf 


NO WORK FOR THE DEVIL’S ADVOCATE 


Kings and emperors of the old days often employed professional fault- 
finders . . . Their job was to keep the boss from growing self-satisfied 
... to keep him on his toes for harder and better work. Florsheim 
has followed the same policy for nearly half a century. . . “Devil’s 
Advocates” in every department have been paid to belittle our finest 
achievements in the art of shoemaking . . . to insist on new improve- 
ments in quality and craftsmanship . . . That’s only one reason why 


Florsheim quality is the standard by which fine shoes are judged . . . only 


one reason why Florsheims are the largest selling fine shoes in the world. 


RETAILING AT *Q50 AND ' | 0 


THE FLORSHEIM SHOE 


THE FLORSHEIM SHOE COMPANY @ Manufacturers @© CHICAGO 








